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NEW HOME OF THE GREATEST ILLINOIS COMPANY 


Corner Lake Shore Drive and Scort Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


$19,413,846.72 


Admitted Assets, December 31, 1921 
21,566,983.06 


Payments to policyholders and beneficiaries since organization 


FIVE YEARS RECORD 


1 Year Ending Dee 31,1916 | Year Ending Dec. 3! 192 
Interest Income. . $ 620,562.65 $ 991,613.43 $ 371,050.78 
Premium Income. 2,419,486.91 3,818,060.43 | 398,573.52 
Admitted Assets. . 12,946, 337.03 19,413,846.72 6,467,509.69 
Insurance in Force 80,280,589.82 136,485 ,045.27 56,204,455.45 


ILLINOIS LIFE INSURANCE COMPANY 


CHICAGO 
James W. Stevens, President 


GREATEST ILLINOIS COMPANY 


INCREASE 














A Company That Helps 


When a man becomes an agent of the 
Central Life he finds he has a company 
that will help him. It brings a modern, 
progressive spirit of business for busi- 
ness sake which, in accomplishing its 
purpose of stimulating profitable activ- 
ity, goes the rest of the way and makes 


enduring friendship. 


Being amply financed, the Central Life 


is particularly well adapted for growing, 


aggressive men. The organization is 
in close sympathy with men who are 
actively fighting for business, and eager 
to back their efforts with their own 
aggressive enterprise and comprehen- 


sive knowledge. 


What agents want primarily is more 
business and a company that is a real 
help. It is when they come to analyze 
a company from that angle that they 
most appreciate the Central Life. 
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ASSOCIATION LEADERS 
ARE GREATLY INCENSED 





Say Advertising Campaign Will 
Be Launched in Spite of 
the Critics 





OUTLINE OF THE PLAN 





Declare Some of the Trade Papers Are 
Piqued Because They Were 
Not Consulted 
NEW YORK, May 24.—Undoubtedly 
there is much feeling among the leaders 
Un- 
derwriters against some of the insurance 
that 


in the National Association of Life 


papers have been ridiculing its 


proposed advertising plan. A man high 


in the councils of the organization said 
today that these papers are piqued be- 


cause they were not consulted in the 


matter or that they fear that compan- 
ies and general agents in spending their 
money in this way will cut down their 


advertising patronage of the trade press. 
As is known a special committee from 
chosen 
rhe 
about 
pub- 


has been 
campaign. 


the executive council 
to direct the publicity 
committee proposes to spend 
$10,000 in employing a practical 
heity man to conduct the work. 


Say Members are Behind Move 


An association leader said today that 
if the papers continue an onslaught of 
opposition, the National Association of 
Lite Underwriters will find it necessary 
to cast them adrift and go ahead with- 
out their encouragement and support. 
lhe committee has received letters from 
various sections of _ the country 
condemning those papers that have 
attempted to ridicule the publicity cam- 
paign. It is said here that the com- 
mittee that has been studying this plan 
has the membership of the association 
back of it and that the organization 
will not be influenced by these outside 
criticisms. So far as can be ascertained 
the officers of the organization are in 
sympathy with the movement that was 
inaugurated here at the mid-year meet- 


ing of the executive committee It is 
stated that the insurance papers are 
being carefully scrutinized and those 


which are taking an unfriendly attitude 
toward the publicity campaign are li- 


able to be outlawed. 


Will Follow Definite Lines 


the state- 


circle s here 


cold-blooded manner 
ment is made in reliable 
that “the association and the men who 
are directing its affairs know what they 
are about.” They declare that the money 
to be spent will come from the associa- 
tion or members thereof, that this 
money will be spent according to plans 
worked out by men who are in a posi- 
tion to know what results will accrue, 
that the insurance companies and the 
association want to reach the people, 
the prospects for life insurance in a 
high-class campaign through reputable 
(CONTINUED ON PAGE 22) 


In a 





FILLING OUT PROGRAM 


CANADIANS ANTICIPATE MEET | 


Great Interest in Coming Joint Conven- 
tion in Toronto of Life Under- 


writers Associations 


TORONTO, ONT., May 22.—Cana- 
dian life insurance officials and general 
agents are already manifesting much 
advance interest in the forthcoming 
meeting of the National Association ot 
Life Underwriters to be held here 
jointly with the Canadian associations 
A very warm welcome is for 
the American delegates and it already 
seems certain that there will be a 
record breaking attendance of Canadian 
local agents. Many Canadian 
will hold company conventions 


before or after the association meeting 
] 


assured 


omeces 


either 


and are urging their men to attend 
There is much more of this to be ex- 
pected also as the August dates grow 
nearer. 
To Welcome Americans 
As one prominent Canadian official 


put it “We life insurance men in Can- 


ada do not think we are asleep and be- 
lieve that the record for new business 
which is being made in the Dominion 


these days, in spite of the general busi 
this. But we 


ness depression, proves 
do know that we can learn a lot from 
cur American friends and are looking 


gaining much practical 1 

and perhaps being able to 

our own little bit to the 
I personally do not want 

which 

welcome we all 


forward to 
formation 
contribute 
fund of this 
anything left undone 
press the feeling of 
have but am hoping that the entertain- 


may 


ment may not be so elaborate as to 
interfere with the business sessions, as 
has sometimes been the case 


Plans Well Under Way 


In the meantime, J. H. Castle Gra- 
ham, secretary of the Canadian Na- 
tional Association, who has been work 
ing very hard on his institutional ad- 
vertising campaign and is_ receiving 


congratulations on his 


many successfu 
accomplishments in that line is now 
getting to work on plans for the inter- 
national meeting. John C. Tory of the 


Sun Life of Montreal, in charge ot 
Ontario branch of that 

loronto, a member of the 
association’s executive committee, Is m 
f the program and 


the 
company at 
America! 


promises 


charge oft 





one that will be of much interest Phe 
local companies in Toronto will not be 
found lacking in hospitality and many 
plans for the entertainment and cot 

fort of the delegates are being co! 


sidered. 


Must Make Own Reservations 


Manager E. R. Pitcher of the 
Edw ird Hotel at 
“Our house will be g1 


ven uy 
as may be possible entirely to the con- 


vention delegates and we propose mak 
ing every effort to accommodate those 
who may come. We shall have nearl 
six hundred rooms available but the 
number of these is lessening daily \s 
there is not any ‘hotel committee’ tor 
this convention, it should be under 
stood that reservations must be made 


direct by all interested and every con- 
sideration will be given to all applica- 


|BIG MOVING PROJECT 
| 
|CHANGING ITS HOME OFFICE 


Life is 
Transferring to Its New Build- 


John Hancock Mutual Now 


ing in Boston 


BOSTON, MASS., May 2 
| described in Boston as the | 
ness move in the history of New Eng- 
land began Monday, when the John 
Hancock Mutual Life started to tr: 
fer its 1800 employees and 


from its old building on Devonshire 


What ts 


igg« st 


ins- 


equipment 








CX- | 


street to the new building on Claren- 
don street, a mile distant from the pres 
cnt site 
Will Require Two Weeks 
The entire move will require two 


weeks and has been systematically 
worked out so as to permit the com- 
pany to tunction in its 
imterterence 

anned and is 


large of Secretary 


under the 
Charles J 


been pl 
general cl 
Diman. 

The moving of 
ment and records 
tract and 


0 hive-ton 


ing has 


the 
is being done 


the 


lurniture, equi 
use Ol a 


necessitates 





rucks, and a 


1 
vehi its 








Interchangeable telephone service will 
be kept up between the two building 
during the entire period of moving 

Cannot Deduct Premiums 

In a recent decision rendered by the 
solicitor of the Department of Inter- 
nal Revenue at Washington it was 
held that an individ l partners! p ¢ 
corporation cannot deduct as a 1S!I- 
ness expense the premium paid 
ite insurance where such insurance has 
been taken ou it the s tation of 
lender, as tional sec ty 





loan 








I a decisi just rendered y tl 
United States circuit court of appeal 
at Council Bluffs, la., it is ruled that 
the life insurance of a bankrupt is ex- 
empt and cannot be taker y cre t 
to satisfy their claims It this case 
Henry Jol n Jens a farmer of Shel 
la.. owned a $37,000 lite insur ef 
cy when he was declared bankr 
February of last year Creditors a 
tempted to have the policy assigns t 
them but it was held exe t t 
referee n bat krupte } ge M | 
| Wad in the federal « if < t | 
th referee’s decisior1 t his 
s tur reversed vy ac ) I e ¢ 
cult court of appeals 
tions for re S Nat t 
ce e rst will fare better thar t 
who apply lat li more rooms aré 
sked for than can be n:shed 

< vill make irra ents wit! t 
Queens and other good hotels 
tak care of the overflow It should be 
understood by those who wish to « é 
to the King Edward that in viev 
the limite 1 spact rrang< ents lor 
two in a room are desirable.” | 


LOVELACE MAY GO TO 
COLUMBIA UNIVERSITY 


Reported that Director of Carnegie 
Salesmanship School Will 
Resign Post 


HAS MADE FINE RECORD 


Establishment of Chair of Life Insur- 
ance in New York School Con- 


sidered Important Step 


While off l 


hh! ‘ ‘ 
tainabie, it is credl reported that 
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> 


x 

and 
“Principles o 
Life 


“The House of Protection” 
course of preparation 
Life Insurance” and “Functions of 
Insurance.” 


Considered Important Move 
Che final decision of the trustees of 
Columbia University to fill this new 


chair of life insurance salesmanship in 
this way is regarded by life insurance 
men generally as a most important 
step. Columbia University is one ‘of 
the richest and best endowed educa- 


tional institutions in the country and it 


is said that it has, at the present time, 
over 26,000 students in its various de- 

¢ M } id ; ] “2 ll 
partments Much additional torce will 
thus be given to the growing tendency 
to recognize life insurance salesman 
ship as part of the educational plans 


of leading universities 
The Nat Association of Life Un 


1 1 


1oOnal 


derwriters has always been closely at- 
filiated with the work at Carnegi 
Tech and Mr. Lovelace has been very 
intimately connected with all plans 
considered by Association officers for 
better education in life insurance sales- 
manship. John L. Shuff, president of 
the National Association of Life Un- 
Gerwriters, when asked about the ru- 


mor that Mr. Lovelace was to resign, 
said 

“I do not know whether Mr. Love 
lace has accepted this offer or not. It 
was made to him about a year at 
which time he was said to be seriously 


ago 


considering it. The importance, to life 
insurance men, of the decision of Col 
umbia University to establish a chair 


of life insurance salesmanship is hard 
to overestimate It is not perhaps too 
optimistic to believe that within a pe- 
riod of five years almost every lead- 
ing educational institution in this 
country may have similar chairs. 

“Life insurance men who give any 


thought at all to such matters myst 
recognize the fact that splendid as the 
present day performances of life in- 
surance solicitors are, they can be 


greatly increased by the careful sys- 
tematic training of salesmen. Conipany 
schools and general agents and man- 
agers’ training methods, which are con- 
tinually growing in number and_ in 
efficiency, will be splendidly aided by 
universities having a special course of 
training which young men may choose 


at the beginning of their business ca- 
reer. It is not probable that the old 
time condition of ten percent of the 
agents of the country writing 90 per 
cent of the new business written each 
year will long continue with the in- 
creasing effort on the part of educa- 
tional institutions to supply technically 


trained men for this work. The records 
for new business made by Carnegie 
Tech men as compared with their old 





records or the records of untrained 
men, make it certain that trained 
workers in life nsurance are best 
equipped for the ‘best paid hard work 
in the world.’” 
New York Life Meeting 

KANSAS CITY, MO., May 24 
Three hundred members of the agen 
force of the New York Life for South- 
western states attended the fifteenth 
annual meeting here this week The 
livest agents in the district were guests 
at the b: nquet This was ired 
having present only those agents who 
sold an allotted amount « nsurance 
About $22,000,000 worth of | in 
was written in sixty days Poliei 
written ranged from $20,000 to $250 
000 Branch office represented were 
Kansa City, Mo.; St Joseph, Mo A 
Wichita, Kans.; St. Louis, Mo.; Okla- 
homa, Colorado and New Mexico 

Many of the company official vere 
present at the meeting and_= spol 








Among 


them 


vere I A. Buckner 


Ice president; (.) H. Re rer 1 edical | 
director; W. H. Pierso1 ecretar W. | 
( Macfarlane ctuar Other speak- | 
ers were Dick Oliver St Tou . 2 
E. Andrews, Chicago; A. L. Farmer, | 
Tulsa; J. J. Parker, Columbus, Ohio 


B. Notzen, Denver; Willian Hughes, 
manager of the Kansas City, Mo 


THE NATIONAL 


has in | NORTHWEST SPEAKERS 


LINE UP CONGRESS PROGRAM 
Partial List of Men Who Will Address 
Big Meeting at Christmas Lake 
Announced 


ST. PAUL, MINN., May 23.—Chair- 


man J. Walker Godwin of the Minne- 
apolis Life Underwriters Association 
committee in charge of the Northwest 


Life Congress announces the securing 
of a number of speakers for the Con- 
gress program which is to be presented 
at Christmas Lake, fourteen miles out 
of Minneapolis, June 29-30. 


Speakers secured to date are J. S 
Knox, Cleveland School of Salesman- 
ship; Henry Moir, second vice-presi- 
dent Home Life of New York; Dr. T. 
C. Denny, secretary Central Life of 
Des Moines; W. D. Bowles, Phoenix 
Mutual Life; I. Kaufman, general 
agent Northwestern Mutual Life, 
Minneapolis; W. L. Harris, director 


Dunwoody Institute, Minneapolis; 
Henry Deutsch, attorney, and C. E 
Purdy, Minneapolis, former postmaster 
and now with the Wells Dickey Trust 
Company. Other speakers will be an- 
nounced later. 


Radisson Inn at Christmas Lake has 
been leased for the two days of the 
Congress. 

A number of northwest department 


of various life companies plan to hold 


northwest department meetings at 
Christmas Lake either just before or 
immediately following the northwest 
congress. Among these will be the 
convention of the northwest depart- 
ment of the Lincoln National Life ot 


Fort Wayne for three days previous to 
the opening of the congress and which 
some 200 agents of the company are 
expected to be present. It is hoped the 
ittendance at the Congress will be a 
record breaker with close to 1,000 pres- 
ent. 


GRIZZARD PLAN IN DETROIT 


Insurance-Savings Contract With Cen- 
tral Savings Bank of That City 
Now in Operation 


The Grizzard System of Michigan has 
invaded the Detroit insurance-savings 
lield, through its connection with the 
Central Savings Bank. James A 
Grizzard president. Walter T. 
Emmons, vice-president, was formerly 
connected with the Lincoln Motor Car 
Company. Frank Pringle and Rey- 
Smith are also on the executive 
staff. The Grizzard System is already 
in operation in Cleveland, O., Colum- 
O., and Chicago. 

The Grizzard company will place its 
insurance with six old established life 
insurance companies. Mr. Grizzard 
declined to make public those com- 
panies, saying that under their con- 
tract such publicity is prevented. 

The Central Savings Bank 
savings end of the First National 
which recently moved into its own 25- 
tory stone building in the heart 
the city, and the Central is also located 


is 


nolds 


bus, 


the 
Bank, 


> 


1s 


o! 


there It has eleven branches and Mr. 
Grizzard stated that it has the exclusive 
nsurance-savings contract with his 
company in Detroit. The company in- 


Michigan 
with 


he 


tends to operate throughout 
by making similar contracts 
banks in most of the large 
said. 


cities, 


Doud Iowa University Speaker 


Guy D. Doud of Davenport, Ia., rep- 
resentative of the Provident Life & 
Trust, has been invited to give a fourth 
cries of talks at the University of Iowa 
Three lectures are sche duled, two be 
fore economics classes and one to a 
graduating class of women in the com- 








mercial law school. 
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SPEAKS ON UTILITIES|HARMONY DINNER HELD 


URGES INVESTMENT STUDY 
Haley Fiske, President of Metropolitan, 
Tells of Life Companies’ Interest 
in These Corporations 


An address of great interest and 
value to the light and power men was 
made by Haley Fiske, president of the 
Metropolitan Life, speaking before the 
convention of the National Electric 


Light Association in Atlantic City, N. 


J., last week. Mr. Fiske told otf the 
growing interest of life companies in 
public utility investments and urged 
life company executives to study the 


industry and help in its development 
He first outlined the obligations of the 
tublic utility corporations toward the 
public and then took up the matter of 


company investments and the reason 
for life companies becoming interested 
in these investments. Mr. Fiske said 
in part: 


Life Companies’ Interests 


“Investors have a right to fair treat- 
ment of your corporations by regulat- 
ing authorities; and none has more 
right than life insurance companies. 
Ninety-five per cent of the life insur- 
ance business is done by mutual com- 
panies. What does this mean? It 
means that as to these, all prejudice on 
the part of supervising officials arising 
from ownership of securities by corpor- 
ations must be abandoned. 


“Mutual life insurance companies 
have corporate form; but there is no 
mystery about them. They are not in- 
animate, much less isolated, artificial 
abstractions. They are aggregations 


of human beings. And these human 
beings are not opulent capitalistic per- 
sons preying on the communities. They 
are the communities themselves. They 


are wage earning men and women, they 
are widows and children. 

“The Metropolitan Life has in 
26,000,000 policies, insuring 19,000,000 
or 20,000,000 individual lives—one-sixth 
of the population, 


rorce 


Investments of This Class 


“In ten of the largest cities of the 


country, with a combined population of 


15,799,000, where we have light and 
power investments, our policyholders 
number 4,612,982, or one-third of the 
population. In St. Louis they number 
two-thirds, in Baltimore nearly a_ hali 
in. Pittsburgh 43 percent, in Chicage 
and Buffalo over a third, in New Yor! 
nearly 30 percent. The 251 life insur- 
ance companies doing business in the 
United States at the end of 1921 had 
70,672,959 policies in force, insuring 
probably over 50,000,000 individuals. 


They have the right of fair treatment 
on the part of supervising and regulat- 
ing officials. They are the real govern 
ing body in a republic and elect legisla- 
tures and executives. They are the 
foundation of political power. When a 
light and power corporation is unfairly 
treated, it is the people of the 
munity, the voters and their dependents 
who suffer. It is their savings that 
depleted. In following out our princi- 
pies of investment, there should be a 
promising future for capital invest 
ments by the life insurance companies, 
not at present very large in proportion 


com 


are 


to the total assets I am unable t 
find that such total investments, if gas 
companies are excluded, though I knov 
the difficulty of separation, exceed 
$70,000,000, of which the Metropoli 
tan holds one-quarter—about $18,000,- 
000. I am here to advocate that thes> 
investments shall be studied by the 
management of life insurance com 
panies; for a great service to commun- 
ity life can be rendered by furnishing 
needed capital on the principles and 


practices | have described.” 


The 
Ind., 


Western Reserve Life of Muncie, 
has been licensed in Ohio, 


ALL INTERESTS REPRESENTED 


Over 200 Insurance Men of Lincoln, 
Neb., Stage Get-Together Gather- 


ing—Prominent Speakers. 


LINCOI 
hundred 
pany executives, 
agents, attended the 
ing arranged by the 
of the chamber ot ¢ 
evening \ dinner 
under the management 
ner preceded the mort 
M. A. Hyde presided as 
and introduced each 
story. Mr. Hyde said 
the insurance men 
selves of the 


May 24 
Lincoln insurance men, 
ate managers and 
“harmony” meet 
nsurance division 
ommerce, Monday 
and a gridiron stunt 
of E. J. Faulk 


serious progran 


Two 
com 


toastn 
iker with a 
that it time 
to avail them 


advantage S ol co-opt ratio 


aste! 


spe 





ior 


found valuable and desirable in other 
lines of business, and he felt th thes 
ine would result in vital importance to 
the business interests of the cit ad in 
adding to the volume of underwriti 


Prinei 
President B. F. Bailey of the chan 
ber 
address. 


al Talk by Bailey 





or comiicrce Me 


H« felt that the ga 


arked an epochal event in the bus S 
history the city, stressed tin idvat 
tage of co-oper tive ¢« rt d sserted 
his belief that it would result in putting 
Lincoln distinctly on the insurance map 
Every man who writes insurance, he 
said, is doing God’s work The early 
history of the business was made by 
men whose word was as good as theit 
bonds, and this is tl only basis upon 
which successful companies of today 
could be operat He sketched the 
rise of Hartford insurance center, 
and said no real reason existed why 
Lincoln could not beco he H rtford 
ot the west 

Various Branches Represented 

Brief talks were made by O. W. Palm, 

representing the fire insurance inte 








ets: M. L. Palmer, for the life men 
Ralph D. Weaverling, for the health 
and accident companies; J. W. Walt 
for the automobile insurance lines; | 
E. Linch for the mutual fire, and Frank 
EK. Sharp for the fraternals Each 
speaker stressed the importance and 
business and social value f co-oper 
tice effort, and submitted figures show 
ing the total volume of business in the 
lines that cleared through Lincol 
res sho ( Stock ( 
compensati 1 sure 1 
fotal number of employe 
city, total premium receipts in 1921 
$1,415,000: paid out in Lincoln. $383.000 
Frank Talk by Hart 
J. E. Hart, who, as secret of the 
state trade and comn ( dep ent 
is heard of the banking as well as the 
insurance bureau, was ver rank i 
saying that while banks and sul 
companies had interdependent relatio 
as business institutions that wer 1 
tually valuable to them and to the cor 


munities they served, the time hi 





for bankers to get out of the insurance 
business and for insurance compani 
to deal with the banks on the same 
footing and in the same way as the 
deal with other siness institut 
that of pure bt ness nd not al y t 
line of special vors. W. B. Young 
superintendent of the state departi 
col plimente 1 the nsur en on 
their willingness to lay sid old 
attitude of antagonism and to lay pl 
tor co-operative cftlort 
Provident in Minnesota 

The Provident Life of North Dakota 

has been admitted to Minnes 1 n 


) 
, _ : 
nounces that F. W. Beck, who was con 
7 ’ : } 
t 





nected with the comp P oT ae 
years, will have charge of the stat 
with headquarter Minneapolis. 1 
ompany also announces the appoint 


ment of J. H. Vidal as manager of agen- 
cies. 
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PRESENT CONDITIONS 
DO JUSTIFY OPTIMISM 


This is View of Arthur E. Childs, 


President Columbian 


LIFE 


NEW COMPANY STARTED | ACTUARIES WILL MEET 
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Individual Discipline Necessary 
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, (CONTINUED ON PAGE 4) 


INSURANCE 


Reorganize Later as a Legal | 


EDITION 


| AMERICAN INSTITUTE ANNUAL 


Program for the Forthcoming Confer 


ence at Chicago is Announced by 


President George Graham 


Comment by the President 


PENN MUTUAL AGENTS 
IN ANNUAL CONVENTION 





Home Office Rally in Philadelphia 
Brings Out 450 Field 
Men 





GOOD THREE DAY PROGRAM 





Many Valuable Addresses Were Made 
Before Both Agency Association 


and Company Convention 





Included Sales Conference 


Medical Developments 
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Not only must a company be able to 
offer attractive opportunities to its agents 
but the agents must know that they are 


I; representing a company, that by sound 


business practice is permanent. A {fly- 
by-night organization cannot be toler- 
ated by an agent. He cannot afford to 
lose his good reputation in his commu- 
nity by representing an organization of 
doubtful character. He must represent 
an organization that is permanent, one 
that is built on a sound business basis. 
Of such character is the Amicable Life. 


The basic principle in the establishment 
of the Amicable Life is permanence by 
unquestioned business principles, and 
these same principles will always be 
strictly adhered to. It is this close ad- 
herence to correct business principles, 
coupled with a thorough knowledge of 
Life Insurance that makes the Amicable Y; 
an asset of unquestioned value to the Yy 
agent in the field. 
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nual convention, the other at Christmas 
time. The director is William P. 
Bentz, organist at the Protestant Epis- 


cepal Church of the Mediator, Phila- 
delphia. He was assisted by Miss 
Mildred Faas, soprano, and Mr. 


Schmidt, cellist of the Schmidt String 
Quartette. 


Wednesday Session 


Vice President Kingsley presided 
Wednesday morning, when an excel- 
lent address was given by J. B. Gibb 


on “Recent Extension of Life Insurance 
Service,” followed by discussions from 
Paul H. Kremer, C. R. Walker, R. L. 
Mishler, B. G. March and C. R. Easter- 
day. “Vital Points in Organizing an 
Agency” were given by J. E. Murray 
and various angies of this subiect were 
taken up briefly by C. C. Miller, J. B. 
Duryea, G. W. Diggs, Wade Fetzer 
and M. R. Miller. 

J. B. Gibb, actuary, speaking on “Re- 
cent Extension of Life Insurance Serv- 
ice,” said: “The great possibilities for 
service in the use of the various modes 
oi settlement contained in our policy 
contract known as the instalment tables 
and the interest privilege section are 
coming to be more and more generally 
recognized. The number of policy- 
holders taking advantage of these priv- 
ileges has increased many times faster 
than the increase in the amount of in- 
surance, and the proportion of insur- 
ance to which special settlement agree- 
ments are made applicable considerably 
exceeds the amount of insurayce writ- 
ten on the company’s regular income 
forms.” 

Wednesday afternoon John W. Hamer 
presided. J. B. Duryea gave a straight- 
from-the-shoulder talk on “The Psychol- 
ogy of a Sale,” which was discussed by 
E. R. Eckenrode, J. W. Godwin, C. J. 
Iredell, J. H. Jeffries, Guy E. Paine and 
William J. Amos, the last-named being 
a vice-president of the Philadelphia As- 
sociation of Life Underwriters. Harri- 
son Gill then took up the subject of 
“Selection as Viewed by the Super- 
visor,” followed by discussions from H., 
M. Willet, C. F. McCord, C. W. John- 
son, Daniel Duffy and Jolin E. Norman. 


Closing Day’s Program 


Thursday morning’s program includes 
a talk on “Life Insurance Fortifies Busi- 
ness,” by Frederick H. Garrigues, math- 
ematician of the Penn Mutual and treas- 
urer and ex-president of the Philadelphia 
Association of Life Underwriters. 
George Benham, A. B, Chalmers, E. G. 
Branch and C. M. March will then dis- 
cuss phases of the subject, after which 
there will be a symposium by the field 
on “The Practical Side of Selling—How 
We Do It.” The following leaders will 
give their experiences: L. M. Gillette, 
Thomas M, Scott, O. H. Shepherd, Fred 
R. Wood, W. O. Cord, L. D. Mix and 
Herman H. Weil. H. C. Lippincott, 
superintendent of agencies and ex-presi- 
dent of the Philadelphia Association, is 
scheduled to preside. 

Thursday afternoon is to be given 
over to field exercises and recreation. 
In the early evening a reception will be 
given by trustees and officers, after 
which President Johnson will preside at 
the annual banquet in the Bellevue- 
Stratford. 


Foster in Philadelphia 

Vice-President Sidney A. Foster of 
the Royal Union Mutual Life was 
in Philadelphia last week and presided 
at a meeting of the Philadelphia agency 
staff. Vice-President Foster explained 
quite fully the distinctive features of 
the new non-participating policy being 
issued by the company. 


congratulated by 


Louis Lupin was 
Vice-President Foster as being the 
leading producer of the company and 
was given an invitation to attend the 


meeting of agents in July at the home 
office. Mr. Foster referred to the east- 
ern Pennsylvania territory under the 
management of Richard W. Brooks pro- 
ducing a larger volume of’ business and 
more profitable business than the com- 
pany has ever experienced in the East. 
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PRESENT CONDITIONS 
DO JUSTIFY OPTIMISM 


(CONTINUED FROM PAGE 3) 


unemployed which 
we read about in the daily press on 
Page 1, while on Page 2 we find the 
mourniul wail from the farmer that he 
cannot get farm help at any reasonable 


large number of 


price (this is my own experience on 
my own farm in New Hampshire). 
Does it not seem as if everybody is 


crowding to one side of the boat to see 
some passing show, giving the boat a 
very uncomfortable and possibly dan- 
gerous list? Is it not time to instruct 
and educate the passengers on board the 
ship of state that more individual think- 


ing and more individual discipline is 
necessary—that each must maintain his 
position on board the ship and not 


rush to one side with the mob to enjoy 
some passing attraction? In plain Eng- 
lish it means that our leaders in na- 
tional affairs must look to a proper 
balancing of our economic life. 
Should Forget Europe's Money 
tT 


The progressive wave to which [ 
have just referred coinciding with and 
following the war should, all other fac- 
tors being equal, take just as long to 
retreat as it took to advance, which 
would bring us back to normal, or 100 
percent, or par, which we are consid- 
ering, in three years and eight months. 
This would mean that about Septem- 
ber, 1924, we would find our prices back 
to the 1913 level. This would in fact 
be approximately the same as that ex- 
perienced after the Civil War. It took 
ten years from 1865, the close of the 
war, for the purchasing power of the 
dollar to get back to normal. You will 
note I have used the expression, ‘all 
other factors being equal,’ but the query 
naturally comes to one’s mind, ‘are they 
equal?’ After the Civil War the fac- 
tors influencing the return to normal 
of the purchasing power of the dollar 
were wholly confined to this continent, 
that is, to the United States and Can- 
ada, whereas the tactors now playing 
their parts are not only those at home 
but in a measure those abroad, that is, 
if we are to accept the doctrines of 
the advocates of the League of Na- 
tions. If we are to wait upon the uni- 
fication, coordination and cooperation 
of Europe, we will wait in vain. Why, 
therefore, count upon the repayment of 
these vast amounts to help us along the 
high road to prosperity? 


Optimism Is Justified 


“My answer to the question, ‘do 
present conditions justify optimism?’ 
is in the affirmative, with certain quali- 
fying conditions, which if fulfilled will 


justify an unconditional affirmative. 
he conditions I will formulate are 
these: First, a total disregard of what 


Europe can do for us in the way of 
paying its debts; second, a return to 
hard work; third, a return to frugality 
and systematic saving of our earnings 
and resources both personal and na- 
tional. If these conditions are fulfilled 
the future will be reached with per- 
sonal gain, satisfaction personal and 
national, and the, attainment of happi- 
ness and contentment of the great na- 
tion.” 


Agency Secretary Resigns 


George C. Murray, who has been 
agency secretary of the Volunteer State 
Life of Chattanooga since Jan. 1, has 
resigned to accept a contract through 
the home office agency of that com- 
pany, managed by J. W. Bishop. Mr. 
Murray graduated with distinction in 
the fall class in life insurance salesman- 
ship at Carnegie Institute, and in re- 
linquishing his desk for the rate book, 
his friends feel that he will have an 
increased opportunity to use his tal- 
ents. He was succeeded as agency sec- 
retary by Paul L. Murphy of Chatta- 
nooga, 





Manager L. Brackett Bishop of the 
Massachusetts Mutual Life at Chicago 
who has been on a trip abroad, has re- 
turned to his office. 
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ACTUARIAL SOCIETY MEETING 
New Officers Were Elected at Annual 
Gathering Held Last Week in 
New York. 





The annual meeting of the Actuarial 
Society of America was held last week 
in New York City. It was one of the | 
largest meetings that the society has 
ever had. 

An address was read by President | 
William A. Hutchis son, on “Mathemati- 
cal Training vesus Statistical Fallacies.” 


The officers and members of the coun- 
cil elected were as follows: 

President—Robert Henderson, second | 
vice president and Actuary, Equitable 
o! New York. | 

Vice Presidents—Wendell M. strong, 

ociate actuary, Mutual Life of New 
Yo ork; Arthur B. Wood, actuary, Sun 
Life of Canada. | 

Secretary—John S. Thompson, as- 
sistan actuary, Mutual Life of New 
York. 

Treasurer—David G. Alsop, actuary, 
Provident Life & Trust. 

Editor—John M. Laird, actuary, Con- 
necticut General Life. 

Members of Council—Edward B. 
Morris, actuary, life department, Trav- 
clers; James F. Little, associate actuary, | 


Prudential Jame B McKechnie, 
general manager and actuary, Manufac- 
turers Life, loront Two vears 

James E. Flanigan, actuary, Bankers 


Life of Des Moines: Percy C.F Papps, 
mathematician, Mutual Benefit Life 


The retiring president, Wm. A. |} 
H hison, presided 

I ccordance with the us custom 
t ncoming pr dent, R der 

1, was called upon for a fe irk 
Che ncipal s ker ] ner wa 
lob E. Hedge eneral l of th 
I Presidents Ass« ol 


Arkansas has a number of assessment | 
T s | Y t ne ] 


ia \ gz ifs iccid nd 
ulth in ur Last 3 r tl 
ted $1,181 a ments and paid | 
1ims t t rt expenses ther 
n 1ims 1 1 $558, 3¢ rt 
MI a Aid ed 859 { pr 
n nd s i 79: with x 
86.4 he next W the Ba 
«& Plan th 506 1 niums 
I l expenses $ 8 


We Want Real Men 


with ability and resources to 
develop three or four counties, 
getting and handling sub- 
agents, in Ohio, Indiana, 





Illinois, Missouri or lowa. 


FARMERS NATIONAL LIFE INS. Co. 
F. N. L. Building, 3401 Michigan Ave. 
CHICAGO, ILLINOIS 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CoO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
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Contact 











The life insurance man who can establish a great 
number of points of contact with his prospects 1s in 


a good position to close a number of them. 


How- 


ever, another point of contact quite often overlooked 
is that of the proper contact with the home oftice. 


The agents of the Peoples Life are not out in the 
field separate from the activities of their home 


They are 


otlice. 


the home 


constantly kept in touch with 
office, and are continually receiving 


helpful suggestions for greater selling capacity and 
increased opportunities for offering greater insur- 


ance service to policyholders. 


PEOPLES LIFE 


INSURANCE COMPANY 


Frankfort, Indiana 
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HOW SERVICE BUREAU | iis TP secs the extra ale Te lends 
AIDS POLICYHOLDERS itself as a a to brit g about co- 
t clearing house 


operation. actS as a ng 








of information. It does not wait to be 


| ; told what to do. It explores and devel- 

R W WI H A | J. E. Kavanagh Explains Work ops. It gathers together and distributes 

. . d particularly that type of data whicl 

G | | Metropolitan Life Is Conduct- gr Anat gromgle ty deg cher — 


ing Along That Line plants, whether commercial, financial or 
manutacturing, so that they can intelli- 


G ROWING COMPANY | commana gently, expeditiously and inexpensively 
install the very latest and best methods, 
| REAL BENEFITS DERIVED either for the management of the huma: ‘ 


side of its business or for the purely 








| 
_—— mutual conduct of its affairs. All thes« 
| Results of Activity Apparent Mainly in | *« — _ be re nd red to the indi- 
* . . : vidual members of the Imsurance con 
It is the considerate and personal attention | Form of Reduced Claims and camer, suk theese aereltes aur ba theled . 
from the Home Office to little things Increased Good Will ‘dividends of . rvice.’ They are very 
° } much more highly appreciated than the 
that makes State Life Agents e — dividends of dollars which supplement 
7 ’ . se ivi ids of service roing back 
Happy and Successful Family The work of the policvholders service the e dividend of , S “eS * — 
' ; from the participating company to its 
| bureau of the Metropolitan Life was policyholders. Service broadcasted in- 
explained by 5. E. Kavanagh, vice telligently breaks down szles rt sistance 
| president of the company, speaking be- Pays Well in Dividends 
| fore the insurance group of the Cham- “Reverting to th topic assigned 


The State Life gives service not only to its policy- | ber of Commerce of the United States | «Education and Service as an Individual 
holders, but also to its agents. Its sound meth- | at its recent convention in Washington, | Investment Paying Dividends, I would 
Fj} say that there is no question in_ the 


ods and good reputation are giving it a steady, |D. C. Mr. Kavanagh told briefly of] say that. there i BS 
an ¥ ° 4 c ; = ‘ 2 minds o « otnecers of it ieas oO 
healthy growth. | the activities of his company along ‘ lu company that education 0 policyhol 


| cational and service lines and of the] ers pays, and pays handsomely. This 


benefits derived from that work in the ]same company has no doubt whatever 


It is not too large to do the little things for the lform of reduced claims and increased | but that the services it renders are in- 
lividends—d 1 ls 


| good will. He said that the investment | vestments that pay « lividenc 





individual agent which contribute so much to - estment : 
ha’ it | in this work paid the company well in] of  satisfaction—dividends « dollars 

1S prosperity. | devidends and that similar work could | dividends from public opinion leferred 

profitably be undertaken by all life, fire | dividends which come to the company 

: : : and casualty companies, in the continued payment of premiums 

The successful Life Insurance Agent wins his | Mr. Kavanagh said that during the and last but not least, cumulative divi- 

dends of active good will from its pol- 


battles by hard work—and co-operation. The past 13 years the company, through its 


nursing organization, has made 13,55 icyholders 


agent furnishes the hard work. The State Life seeps Rapeageye mee ines nhs gas - 
furnishes the co-operation. Such a combination [Through 17,000 field employees it has | it is to serve its patrons, ought to b 
i] it f th peculiar posi- 


distributed over 238,877,506 copies of | quick to avail itself o 


will always wees. health literature in the homes of its] tion in which it is placed to gather to- 


policyholders during the same period. | gether data and utilize its agen 





The State Life is now operating in Iowa, Minne- Che benefits derived in community bet-| zation for the distribution of that data 
: terment through the circularization of | where it will do the most good—whers 

sota, North and South Dakota, Nebraska, Kansas, its 19,000,000 policyholders has been in- | it will educate people to prot risk 
Wyoming and Utah, and expects to enter several estimable. The company has made a/where it will educate people to guard 
campaign against tuberculosis, and al-|against calamity, accident, fire, diseas 


additional States during the year. ready upwards of 12,000 in one city, |and social unrest. The insurance com- 
SS 


whose population is 17,000, have been] pany can do much towar s the remova 
. . medically examined. The death rate for ] of the friction that exists today in our 

We need a few managing agents and special tuberculosis for 1921 was 46 per 100,000, highly complex social lif The officers 
agents who have experience, character and ability. compared with 65 per 100,000 in 1920] with a vision of this type of service will 
Then, too, we can use a large number of local and 121 per 100,000 for the decade pre- | be the officers who will lead their com- 
1 ’ ’ : . £ ceding 1920. This clearly demonstrate s | panies to the high pinnacies of success, 
agents. Experience 1s not always necessary for the effect of such a campaign. The whethe r they be officers of fire. casualty. 
company has gone into another town,]| marine or life insuran corporations.” 


such positions. If you have ordinary intelligence, 7s dl aa a 
. Kingsport, Tenn., to carry on a labora- 
good chararcter, and are not afraid of hard work, tory 








experiment for the purpose of See Increase in Nebraska 


> ; sos building a “spotless town.” It is planned = a a oad ; a 
we have a great opportunity awaiting you. to make this town free from all diseas¢ sgn ony 3 ~ nag hg ee . a 


and free from filth, dirt or any unpleas- 


: few months ‘his is especially true of 

ant living condition, te no = Phi I ectally true of 
. rite . thos Ww ¢ > a no ict * ler 
There were 55,000 tewer deaths dur- ‘ oO : n ive Oo ( J tarmer 
prospects There is close to 905,000,000 


ing 1920 than if the 1921 expected |; tea eagle: (gi ; 
alist 1 f bushels ot corn on the farms of the 
mortality rate had prevailed Che lite vies andl , t 6,000.00 ; mee : 
state ane ap ( ) ) pusnels ) 
have become a great factor —— ” _— — or 


companies 
I wheat 





in industrial conditions through group S . , P re 
} Che railroads report that their agents 
policies. Mr. Kavanagh summed up ivi thems that ¢ “i 
adVIS¢ he at the recent bhulee ir 
the work of the bureau by saying that wheat pric 1 - : ‘ uge m 
: 4 : 7 Ce pD S has set most ot this , 
it has developed into a clearing house of ore 1 ry , , it me I wheat 
° . - . O Market ane i as sg yn is cor 
information of all manner. He said that] . alionn On oa = * ne :e ae 
: CaCnes vV Cents a Cast halt or the crop 
: has on its files a wealth of valuable . - i i 
Admitted Legal Insurance data pertaining to different typ of | NOW Jn cribs on the farms will be mar- 
aining t types a 
ate; serves > —_— ‘ie, . . : keted Chis means 50 cents at the . 
Assets Reserves In Force programs obtaining in different indus- |.) ' ef: eans 50 cents at the local 
elevators, and at present prices the re- 


ease of all this grain, within the next 
six weeks, would mean turning loose 
close to $50,000,000 among the larmers 


tries, in different cities and in different | , 
corporations. It is constantly investi- 


Dec. 31, 1919 $ 751,084.41 $ 8,479.87 $ 1,854,500.00 
Dec. 31, 1920 789,543.44 58,094.06 4,769,000.00 gating ; nd examining, building this data 
Dec. 31, 1921 1,853,237.17 997,859.25 17,570,599.00 for the future, Mr. Kavanagh spoke! For this reason the agents are extreme 
Feb. 28, 1922 1,917,911.79 ——1,173,763.67 —24,234,845.00 ae ne spread among all classe. 

“Does it pay? Does it pay an insur- Bank Stock to Be Sold 


ince company to spend so much money 
We be- More than $10.800.000 w 


in building tur aie ie 
Nn pullding up a service sureau : 
ieve it does. We beli e that the insur- | 0! the National Bank of Con merce ¢ 


2 | holders what are known as ‘rebounds of | Equitable Life and tl Mutual Life 
dict to a er 91) f bank 


gratitude.’ It gets from them in many | will be posed of te 
in the way of|ers which has been formed to pur- 


Of lowa | cases active cooperation i 
policyholders \ | chase and market the block geregat- 


securing additional 
A. C. TUCKER. President | well s itisf ed customer is the best type ig 41,000 shares. Of the total shares 
’ |of advertising that any institution can | 25,000 are owned by tl Equitable and 


16,000 by the Mutual The present 


























WM. KOCH, Vice-President and Field Manager | have. A customer who gets more than 
| he contracts for is nearly always a sat- | market price for Bank of Commerce | 
| ished customer. The insurance company | stock is 265-270, but the fieures at which 
| contracts to pay claims in return for the | it will be sold to the banking group ha: 
| premiums paid. This it particularly con- | not been made public 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


. Wants three state agents for * * 
f Central West W eC Believe 1n 


A Good Chance for e e ‘ 66 99 
Reputable Men Giving Em L 


FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
uvers ef » 

















1 buyers of life insurance. Last year 
buted 47,604 direct leads—all _ 
prospects who had _ requestec 
. r ~~ L- ym B h 6é 99 S 9 - ; 
is within 74% of the unparal ut the we give em 1s Loyalty spelled with a 
ess resul o > Ft ~ 
i ates in 40 states. Full level ° 
net eserve basis. Insurance in | L 
jesee over $23,000,000. Faithfully serving capita ° 


insurers since 18/8, 
A few agency openings for the right 


"SiDELITY MUTUAL LIFE ; . 
INSURANCE COMPANY, Every agent who has proven himself worthy of Lincoln 


Walter LeMar Talbot, President ° ° ° ° 
Life comradeship is entitled to the most loyal CO-Op- 
eration that the Home Office Organization of The 


Lincoln National Life Insurance Company can give. 











ACTUARIES 


—_— F. CAMPBELL 


CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








When an agent measures up to Lincoln Life standards 
he can be sure of all the aid possible from the Lincoln 


Life Home Office. He is backed by a Loyalty which 











—_— GUNN | ; ; ; ; 
Copan sae never tires. It directs his attention to the best selling 
°° FFetephove Randolph 363 methods and handles his business with an efficiency 








FRANK J. HAIGHT and dispatch that makes for more and better production. 


CONSULTING 
ACTUARY 

810-813 Hume-Mansur Bldg. | 

INDIANAPOLIS | 

Hubbell Bldg. DES MOINES, IOWA 

| 

| 


You get the “L” that counts for most when you 








Egos C. HARVEY 
CONSULTING ACTUARY 














— : —— < = 
Jin . J , . x »\ 
Chemical Buiding ST. LOUIS, MO. | (LINK UP (wits THE”) LINCOLN) 
___ ——— . >“ 
J. McCOMB | | 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
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Pr ims, Reset Va 
ues, etc., Calcul s al 


te Val 
s Made. P 


Eins Sindh oh The Lincoln National Life 
ae Insurance Company 


e. ACTUARY 
‘‘Its Name Indicates Its Character’ 


Lincoln Life Building, Fort Wayne, Indiana 
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Now More Than $210,000,000 in Force 
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Comprehensive Charts 


NevER before has such complete infor- 
mation been attempted in a chart as is 
1922 “Argus Charts” 


given in the Fire 


and “Argus Casualty Charts,” just issued 
by THe NationAL UNDERWRITER. An 
agent does not want a chart altogether 
for figures on the big, well-established 
companies, or even on the old standbys 
of moderate size. It is the new, the 
small, the distant or the obscure com- 
panies that he often wants to look up. 


The “Argus Charts” put all necessary in- 
formation on his desk or in his pocket 
concerning the small companies, the mut- 
uals addition to the 


standard information on the larger com- 


and reciprocals, in 


panies. 

Mail-order brokers are seeking business 
all over the country and agents are called 
information concerning companies 
heard of. 


on for 
they never 

and mutuals 
the statements on which they 
The charts show their cash 


Some reciprocals 


include visionary assets in 


seek busi- 
ness. situa- 
tion. 

It is astonishing 


how much vital infor- 


mation can be compacted in a couple of 
lines by a skilled compilation department. 
The compilation department of THe Na- 
TIONAL UNDERWRITER is unique among in- 
surance publishing houses in its scope and 
state directories it pre- 
followed as models by 
into 


experience. The 
pares are being 


other publishers. It has condensed 


New Angles 


agents, especially those 
who are the field 


thoroughly grounded, need to have 


Lire insurance 


newer in and are not 


angles 
from which they can approach prospects. 
not feel they have a 


Sometimes they do 


to call on a prospect again, 


feature 


good excuse 
but if there , even if 
that 


man 


is some new 


it is unimportant in some respects 
they can use in going to call on a 
important to them. 


often 


it is decidedly 

After all a 
approach a man from a different angle. 
His first attempt not made 
much of an impression. If, therefore, he 
he will 


salesman needs to 


may have 


has a good excuse to go again 
do it. Heads of the agency departments, 


therefore, are always looking for new 


suggestions to give their men as to means 
For instance take the 


of approach. con- 


a volume that can be put into the pocket, 
“the Unique Manual Digest,” complete in- 
formation about the finances, policies, 
rates and dividends of every old line life 
company. In the “Little Gem Life Chart” 
it puts into a vest pocket volume the vital 
information on over 100 of the leading 
companies, financial exhibits of all 
of them, big and little. In the “Argus 
Fire Chart” and “Argus Casualty Chart,” 
which it compiled this year for the first 
time, it has followed the plan of giving 
everything that anyone wants to know 
about a company, and all the companies 
one wants to know about. It has com- 
pressed the information into the mini- 
mum space with the utmost convenience 
of arrangement. 

In preparing the “Argus Charts” the 
compilation department has been in touch 
the editorial and business depart- 
ments, which in turn are in close touch 
with the needs of the insurance business. 
Heretofore, charts have been just charts 
and it did not matter which one an agent 
Now the “Argus Charts” 
and by 


with 


with 


or assured had. 


step into a class by themselves 
their completeness they become a neces- 
sity in every Next year still fur- 
ther improvements will be made as greater 
familiarity with the work is gained. Ina 
single the “Argus Charts” have 


taken a leading position and the circula- 


office. 


year 
tion on both greatly increased. 


of Approach 


tests that are being waged. Even if the 
special men or circumstance around whom 
the event is staged are unknown to the 
it affords the oppor- 
He has 
One 
Day” 


business. 


prospect, agent an 
tunity to go out and do business. 
a talking ~point which he can use. 
company, at least used “Mother’s 
as an opportunity for writing 
It was interesting to see the strong lever- 
age that this formed for prying loose 
business. Agents went to their prospects 
with special “Mother’s Day” applications 
and appealed strongly to the finest sen- 
timent in the hearts of men. The general 
agent or the superintendent of agents 
who can devise special means of approach 
for new men is able to keep them going 
and gives them new avenues to reach the 
citadel. 


Creating Desire for Insurance 


THE big salesman 
has to do today 
life insurance on part of the prospect. 
people are buying things 
that they want. The restaurants 
well patronized. Go into the theatres 
and other places of amusement and 
crowds are found. Hundreds of thou- 


thing that the life 
is to create a desire for 


Undoubtedly 
are 


sands of dollars of gasoline are being 
burned every day. There seems to be 
no check in the purchase of luxuries. 
People desire these things that they are 
purchasing. They feel an actual need 
for them. It may take harder work and 
a little more persuasion these days to 
make people desire life insurance, but it 
can be done. 








| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








Senator George Wharton Pepper of 
Pennsylvania, who last week won the 
Republican senatorial nomination, in- 
suring almost certain election, is general 
counsel for the Penn Mutual Life, a 
nationally-known expert on life insur- 
ance laws and an honorary member 
of the Philadelphia Association of Life 
Underwriters. Underwriters say that 
it there were more such men in 
gress there would be little to fear from 
freak business legislation. 

Robert D. Lay, vice-president of the 
National Life, U. S. A., sees in the 
decreased demand for policy loans an 
indication that the average policyholder 
is in a more favorable financial posi- 
tion. Mr. Lay reports that loans to 
policyholders of the National Life de- 
creased 25 percent in April of this year 
as compared with the same month of 


1921. Mr. Lay states that life insur- 
ance loans are barometers of public 
prosperity. When times are hard, the 


average salaried man turns 
insurance policy for financial assistance. 
In support of this contention, Mr. Lay 


points to the abnormal number of pol- 


icy loans made by life insurance com- 
panies during the past three years. 
About two months ago Mr. Lay de- 
vised a plan for the repayment of pol- 
icy loans made by the National Life, 
and states that the response from policy- 
holders has been remarkable. He says 
that people generally are in much bet- 
ter financial condition, and the biggest 
improvement has been within the last 
month or two. In April, 1921, the Na- 
tional Life had $100,000 of policy loans 
while this year the books show only 
$70,000 for April. Mr. Lay states that 
loans in 1919 increased over 20 per- 
cent, as against 1918, and loans in 1921 
showed an increase of 33 percent over 


1919. The first four months of 1922 
show a 25 percent drop as compared 
with the previous year. 


F, M. Hubbell, founder of the Equit- 
able of Iowa, is again a great-grand- 
father; F. W. Hubbell, his son and 


vice-president of the Equitable, is a 
grandfather, and James W. Hubbell is 
a_ father. It all comes through the 


arrival of James Windsor Hubbell, Jr., 
as a Des Moines hospital last week. 

E. R. A. Misemer of the Occidental 
Life of Los Angeles, the other day 
passed the 56th milestone in his life 
and as he commenced his life insurance 
career in April, 1888, completed his 34th 
year in the business. Mr. Misemer has 
an independent home office agency 
the Occidental in Los Angeles and in 
1920 produced more business than any 


other agency. This year to commemo- 
rate the double anniversary, April was 
designated as “Misemer Month” by the 
entire home office agencies. Mr. Mise- 
mer issued a weekly bulletin which cre- | 
ated much enthusiasm, with the result 
that the company wrote more business | 


in April this year than any preceding 
month of the current year, as well as 
more than in —_ last year. Mr. Mise- 
mer gave a “birthday luncheon” to 28 
members of his agency and other home 
office agents which was a most enjoy- 
able affair. 

James J. Parks, secretary of the Mis- 
souri State Life, was honored by Knox 
College at Galesburg, IIl., last week, 


the department of law confering upon 
him the honorary degree of doctor 
of laws. Mr. Parks graduated from 


the department of law at Knox College 


William H. Hunt, president of the 
a Life, was chosen as the sub- 

ct for the “Mental Photos” column 
co the Cleveland “News” last week. 
With this local sketch of the head of 
Cleveland’s only life company, it be- 
came apparent that his duties with the 
life insurance company, although first 
in his mind, do not constitute all of his 
services given to the commynity. 


con- | 


to his life | 


for | 


Mr. | 


and treasurer of St. 
Luke’s Hospital in Cleveland, is a 
trustee of many institutions, a direc- 
tor of a number of boards, a member of 
several clubs and has even eased into 
politics on certain occasions. It was 
found in this article that Mr. Hunt is 
also extending his activities to the 
comfort of his employes, being at pres- 
ent occupied in building a club house 
for the pleasure of the young women 
employed by the Cleveland Life. One 
| of the interesting answers given by Mr. 
Hunt to the reporter of the Cleveland 
“News” Was in answer to the ques- 
tion, “Dealing so constantly with life 
and death, roy you become professional, 
like an undertaker or a grave digger?” 
Mr. Hunt answered, “No, because the 
insurance of life stacks up with the 
work of churches and hospitals; life 
insurance heals the mind, insuring it 
against worry, and when the mind :s 
free a sick body has a better chance to 
recuperate.” 


| Hunt is organizer 


| §. J. Rosenblatt, Chicago general 
agent of the State Life of Indianapolis, 
and Mrs. Rosenblatt were tendered a 
banquet last Sunday evening at the 
Congress hotel in Chicago at which over 


| 500 of their friends were present. Mr. 
|}and Mrs. Rosenblatt will sail for Eu- 
rope May 30 in the Berengaria. They 


will not return to Chicago until Sept. 10. 
The farewell banquet was a brilliant 
affair. Among those present were Mr. 
and Mrs. Julius Rosenwald; Charles F. 
Coffin, vice-president of the State Life, 
and Robert E. Sweeney, assistant 
agency manager of the company. Judge 
Henry Horner of the probate court of 
Cook county acted as toastmaster. 

For many years Mr. Rosenblatt has 
been the leading personal producer of 
the State Life. He has built up a big 
business for the company in Chicago, 
and is well known to an unusually large 
number of prominent business men in 
the city. 
agent of the 


C. B. Merrill, general 
Cleveland, 


Equitable Life of Iowa at 


commences his 32d year in the service 
of that company June 1. Mr. Merrill 
is not only the dean of the agency 


corps of his company but also next to 


F. M. Hubbell and J. C. Cummins or 
the home office in length of service. 
When Mr. Merrill took hold of busi- 


ness for his company in Cleveland, the 
Equitable only had $3,000,000 of insur- 
ance in force and most of its assets 
were in farm mortgages. Gilt-edged as 


this security is regarded these days, it 
| was quite different then. Farm mort- 
| gages were in a certain disrepute ow- 
ing to the fact that interest was often 
in arrears and cases of property being 
sold for taxes in Western Kansas and 
Nebraska were very common. As Mr. 


Merrill puts it “It surely was hard, up- 
hill work in those days selling insur- 
ance for an unknown western com- 
pany,” whose investments were largely 


in securities of the kind mentioned.” 


| 

| The business written in the old days 
| was almost exclusively 20-pay life and 
as Mr. Merrill says, “Not much of 
that,” but today the Equitable has 


insurance in force 
enjoys a repu- 


over $7,000,000 of 
in the Cleveland agency, 
tation second to none for its financial 
standing and management and _ the 
Cleveland agency is a growing and 
prosperous one. 


Robert H. Manly, assistant manager 
of the Omaha office of the Northwest- 
ern Mutual Life and formerly commis- 
sioner of the Omaha Chamber of Com- 
merce is off o nthe Booster ten-car 
special that is making a trip through 
Iowa, South Dakota and Northern Ne- 
braska. The party of 100 Omaha busi- 
ness men live on the train and make 
ten or eleven towns a day. Band, sou- 
| venirs and speeches proclaim Omaha, 
its business facilities and hospitality. 
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‘‘Cooperation Headquarters’’ | 
| 
Home Office Building of the Peoria Life. Owned by 


the Company, without lien or incumbrance of any 

kind. Built from its current receipts, without dis- 

turbing the farm mortgage investments which have 

earned the Peoria Life its reputation for: 


‘‘Policies Strong as Farm Mortgages Can Make Them!’’ 
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A Company of Distinction 


There are reasons why the Peoria Life has earned a place 
in the front rank of middle west companies: 


its consistently rapid growth; 

its active, aggressive Home office and 
agency organization; 

its remarkable renewal record; 

its unusually low mortality ratio; 

its high grade farm mortgage investments; 
its up-to-date methods and thorough co-op- 
eration with its agents 


All are factors which have given to it a high reputation 
and a commanding position in the insurance world. 


Peoria Life Insurance Company 


Peoria, Illinois 


Good Contracts to Clean, Live Agents 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 

of Springfield, Illinois, 

has several unusually at- 

tractive opening's in that 

state for life men of 

general agency caliber. 
a 





Contract direct with the 
Company. 

= 
Over $125,000,000 of in- 
surance in force. 
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The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Spriné¢field, Ill. 











UNDERWRITER 


BANK SAVINGS PLAN 


AGAIN HIT IN TEXAS 


Attorney-General Rules Such Con- 
tracts Cannot Be Approved 


by Commissioner 


BANK BECOMES AGENT 


Services Rendered Held to Be Such As 
to Put It in That Class, and Under 
Ban of State Law 

AUSTIN, TEX., May 
by the 


23.—It is held 
attorney department 


that 


general’s 


of Texas the “bank savings and 


lite insurance plan” offered by certain 
life insurance companies and cooper- 
ating banks constitute the banks 
agents within the definition of the law 
and, therefore, such contracts cannot 


be approved by the commissioner of in- 
surance and banking. 
Assistant 


The opinion was 


written by Attorney General 


Hawkins, answering questions pro- 
pounded by Commissioner Hall, and 
sustains an elaborate opinion given 
some time ago by Deputy Commis- 
sioner Scott, who held that the con- 
tract between insurance company and 


bank could not be le gally approved by 
the department. 


Have Remedy in Courts 


In face of the opinion given by Mr. 
Scott some of the companies have con- 


tinued to advertise the joint savings and 


May 25, 1922 
‘DISTRICT CONVENTIONS 


OFFICIALS MEET THE AGENTS 
Central Business Men’s Officials Line 
Up Their the 
Great Northern Life 


Solicitors for 


H. G. Royer, president of the Central 
Business Men’s of Chicago and Great 
Northern Life, and John A. Sullivan, 
general manager of the Great Northern 
Life, are holding district conventions 
in the various states in which the Cen- 
tral is operating and in which the Great 
Northern has recently been admitted, 
consummating working arrangements 
with the Central Business Men’s sales- 
men to represent the Great Northern 
Life in the territory in which they work. 

A very encouraging and satisfactory 


convention was held in Detroit last 
week, both Mr. Royer and Mr. Sulli- 
van being present. A convention will 
be held Friday and Saturday of this 


week in Minneapolis which will be at- 
tended by all the salesmen working in 
Minnesota. While there will be some 
discussion of the accident and health 
insurance business, a greater portion 
of the time will be consumed in the dis- 
cussion and instruction of life insur- 
ance. It is the hope of the officers of 
the Central Business Men’s to have the 
entire organization write life insurance 
for the Great Northern Life during 
their work as salesmen of accident and 


health insurance. There will be other 
sectional conventions from time to time. 

The Great Northern Life has re- 
cently been admitted to Minnesota and 


Michigan and has applications pending 





life insurance plan, but will now prob- 
ably desist in view of the holding of 
the attorney general. However, they 
have a remedy in an application to the 
supreme court for a mandamus to com- 
pel the commissioner to approve the 
contracts for use in this state. The 
court, in such event, would decide | 


whether the contract was one that could 
be approved by the commissioners. 


\t the outset of the opinion Mr. 
Hawkins asserts that the commissioner 
may not approve such life insurance 


policies or contracts to be consum- 
mated in violation of the’statutes regu- 
lating the insurance business. He then 


specifically holds that the acts and re- | 


lationship of a bank performing the 
duties necessary for the establishment 
and operation of the “bank savings and 
life 


insurance plan” or “insured sav- 
ings plan,” are such as to constitute 
the bank an agent of the insurance 
company within the meaning and deti- 


nition of the article defining insurance 
agents in Texas. 
Bank Services 


Performs Many 


After discussing the various features 


of the contract and quoting the law 
governing same, the Hawkins opin- 
ion concludes as follows: 

“From the brief outline of the bank 


savings and life insurance plan, above 


stated, it is readily observed that the 
bank chosen by the insured must per- 
form many and valuable services lt 
the policies are numerous the clerical 
work alone to be performed by th: 
bank in no manner can be considered 
as negligible, and it is difficult to un- 


a practical matter how any 
such business may be 
some agreement or 

standing between the insurance 
pany and the bank, but 
the relationship established between the 
bank and the insurance company by 
agreement, we think, it is without 
question that the statute above quoted, 


derstand as 
volume of 
without 


done 
under- 


com 


for admission to Illinois, lowa, Mis- 
souri, Kansas, Indiana and other states. 
it is the plan of the officers to have 


the Great Northern admitted to all the 
states in which the Central Business 
Men’s is operating 


New York Life ‘Wins Suits 


NORFOLK, VA., May 24.—Judg- 
ment in favor of the New York Lite 
| has been given by the federal court 
here in a suit for $10,000 brought 





regardless of | 


proprio vigore, designates the rela-| 
tionship that exists under the bank 
savings and life insurance plan an 
agency and constitutes the bank an 


agent. It cannot be doubted that a 
bank under the plan receives or trans- 


against the company by the trustees in 
bankruptcy of the estate of Koolages, 
Inc. The coroner’s certificate shows 
that Charles W. Koolage, the assured, 
committed suicide within a year of the 
date of the policy. Under the terms ot 
the contract only the premiums paid 
were to be returned in case of suicid 
within two years of the date of issuance. 
The New York Life had offered to re- 
turn the $185.05 premiums paid. 


mits or delivers the policy of insurance 


nor that the bank receives or collects 
premiums of insurance and in some 
instances that certain banks advertise 
or give notice that such bank will re- 


ceive and transmit applications for such 
insurance. 
Agent 


Constitutes Bank an 


“Most certainly it is understood that 
the bank does and performs some act 
or thing in making or consummating 
the contract for insurance for, as above 
stated, such plan by its nature cannot 
exist separate and apart from banks 
having a savings department. Thes« 
last mentioned acts and services which 


are to be performed by the bank 
whether at the instance of the insured 
or insurer come well within the article 
above quoted and constitute the bank 
an agent under the statute. 
“Therefore, you are advised that 
since the commissioner may issue no 


certificate of authority to a corporation 
to become an agent or representative 
of any life insurance company, and in- 
asmuch as, and to that extent only, the 
bank savings and life insurance plan 
policy is to be consummated through 
any banking corporation, the commis- 
sioner would be acting within his ar- 
thority in refusing to approve and file 
such contract.” 
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Kansas Is Leading [he Way 


The people of Kansas are not marking time __ ings in ten principal cities of Kansas show 
waiting for the rest of the country to show 74% better than the entire district. 


a resumption of business activities. Kansas J, the heart of this agressive state, is the 
is already leading in the central west. During Liberty Life, ready aad willing to equip its 
the month of October, five principal cities agents with every vossible help in their task 
of Kansas showed an increase of 164% in of soliciting their prospects. It is working 
new building over October, 1920, in com- hand in hand with its agents striving always 
parison to an increase of 74% for the entire to carry on the good work of the people 
tenth Federal Reserve District. Bank clear- of Kansas. 


Truly, Kansas is Leading The Way. 





Liberty Life Insurance Company 
TOPEKA KANSAS 











BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets . . . $20,800,000.00 





_ TWENTY PAYMENT LIFE POLICY 
Matured in the 





Lusuton, Nepraska, April 30, 1922 
a - : saat tances OLD LINE BANKERS LIFE INSURANCE 
fankers 1 Insurance 
Lincoln, Nebraska COMPANY 
GENTLEMEN: I am pleased to receive your check for $1,893.72, handed me by your repre of Lincoln, Nebraska 
sentative W. L. Mosgrove in settlement in full of my 42,000.00 twenty payment life policy 
which I secured 20 years ago Name of insured...... -. esses. John S, Pursel 
I find that after having protection which the $2,000.00 policy has afforded the past ‘ 
vais . Pia Residence ........................Lushton, Nebr, 
20 years, you have today returned all the premiums I paid you and a net profit of $455.72 i 
I am very much pleased with this settlement and wish to thank you for it Amount of policy errno en $2,000.00 
a Total premiums paid .............. .. 1,438.00 
JOHN S. PURSE! SETTLEMENT 
Total cash paid Mr. Pursel..............$1,893.72 
P 


And 20 years’ insurance for nothing. 








lf interested in an agency or policy contract write Home Office, Lincoln, Nebr. 
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Insurance Company GETS PAN AMERICAN LIFE| OPENING COLORADO AGENCY 
OF IOWA Beard Insurance Agency of Chicago Ap-| John F. Vivian and Robert W. Allen 
pointed General Agent for North- Take the Dakota Life and Will 
ern Illinois and Indiana Organize the State 
Results of 1921 — er —— agen 
. [he Beard Insurance Agency of Chi- The Dakota Life of Watertown, S. D., 
Sueeenbenees Ui TOGO... <cvc cc c.neaeex cae $286,934,616.49 cago has been appointed general agent has recently established an agency for 
. of the Pan American Life of New Or-]| Colorado. John F. Vivian and Robert 
SEE CREE ETE $ 4 .04 : 
é : : , : or | leans in northern Illinois and northern | W. Allen have been appointed state 
Ratio of Actual to Expected Mortality......... 34.7% | Indiana. The agency will supervise the} Managers. Mr. Vivian was formerly 
68% of all business written since organization still in force. | activities of the Pan American Life in] "surance commissioner and also land 
/0 | all of the territory in these two states] Commissioner. He is chairman of the 
|contiguous to Chicago. Robert H.| Colorado Republican committee and is 
Fer information regarding Agencies Beard, president of the agency, has well known in banking and _ political 
A ° . | just returned from a trip to the home circles. Mr. Allen has been in the life 
ddress:—Home Office: Des Moines | office of the Pan American where ar- | ™SUrance business sor five years, pro- 
| rangements for the appointment were | ducing about $500,000 a year. He is a 
| completed. The Beard Agency will Harvard graduate and a man of ability. 
| write life and non-cancellable accident * 
| and health insurance for the Pan Amer- Central States Life Changes 
ican. H. J. Carey of the Central States Life 
The Beard Insurance Agency trans-]of St. Louis. who has been a super- 
eS armers an ers acts a large volume of fire and casualty | visor for the company with headsuar- 
business. For some time Mr. Beard has ters at Denver, has decided to devote 
+ been desirous of opening a life insur- his entire time to personal production 
1 e nsurance om an ance department. He has investigated] and general agency work in a limited 
a number of companies, and finally se-]| territory in Northern Colorado. What 
lected the Pan American. In recent | Mr. Carey has accomplished since May 
I I , I : f J . years the Pan — ng adopted a]1 indicates that he will again take his 
nvites Inspection—=Iinquiry 0 nteortt: very progressive policy. 1e company | place among the company’s big per- 
p q y gry new has over $10,000,000 in assets. It] sonal producers. In former years lead- 
has entered considerable new territory | ership was quite a habit with Mr. Carey. 
It Issues and is making big gains this year. It] He is one of the Central States’ most 
Is one Ol the strongest life companies loyal and able producers and now that 
POLICIES THAT ATTRACT in ‘the south. Crawford A, Elli, its | Ke has gotten back into the work ‘he 
president, is also vice-president of the | really loves, he will be able to perform 
And maintains a relationship with its Agents that United Fruit Company, one of the larg- | a much greater service. 
creates a genuine spirit of loyalty between Agents est corporations in the country.  E. E. V. Shipley has been appointed 
dC C, Simmons, the vice-president of the | manager of the Central States at Den- 
an ompany | Pan American, is one of the able ex-| yer, succeeding Mr. Carey. The newly 
° . ° ecutives of the country. | appointed manager is well-known among 
Home Offices; Wichita, Kansas a eal | insurance men. Four years ago he 
Cleveland Life Appointments was transferred from Nebraska to Idaho 
| The Cleveland Life recently entered | aS state manager, where he built a 
29g MNINNLUNIAULLUIUUUILLULLU. U1. .00.0U snr tteennetnec enn mmneenreaertn AWA WIIINH Kentucky. | .. Alvis, manager of | splendid producing agency and brought 
=| field organization, and A. Mc- | the Central States to the front. Joe 


Northwestern National LifeInsurance Company — 
MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 

Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
Assets of $109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for 
Central and Southern Ohio, Utah, Oregon and 


Northern California 





| ton, Ky., agent; A, D. 


Knight, field supervisor, have been in 


the state planting agencies. The fol- 


lowing appointments have already been | L 
i |a leading producer for the company. 


made in the state: 

F. S. Hitch, Covington, Ky., agent; 
A. C. Stallard, Lexington, Ky., district 
manager; Clyde S. Spencer, Frankfort, 
Ky., agent; Chas. E. Martin, Lexing- 
White, Owens- 
boro, general agent; R. F. Brzozowski, 
Louisville, Ky., general agent; W. A. 
Young, Lexington, Ky., agent; Earl P. 


Frost, Lexington, Ky., agent; Wood- 
ford Dick, Hopkinsville, Ky., general 
agent; A. W. Denhams, Williamsburg, 
general agent. 
Elmer Crowe 
Elmer Crowe, who joined the West 
Coast Life force about three weeks ago, 


appointed district manager for 
San Diego county 
He is 


has been 
the company covering 
in southern California 


a success- 


| Shipley’s successor in Idaho. 


G. Barkley has been appointed as Mr. 
He joined 
the Central States in 1919 and has been 


H. N. Miller, one of the star 


pro- 


| ducers of the lincoln agency of the Cen- 


| tral States, has been made general agent 


+ 


for South Dakota. 


E. C. Steffens 





E. C. Steffens, manager and cashier 
oi the Oklahoma state agency of the 
International Life, has been appointed 
manager of the Chicago district for the 
Masonic Mutual Life of Washington, 


D. C. Mr. Steffens has been in Okla- 
homa City for two years, going into 
| the field at the time from the home 
office for the International Life, where 
he had served in various capacities, be- 
ing assistant actuary at the time of 
| the move. R. F. Hoard, field super- 


visor for the Masonic Mutual, has been 














5 ful personal producer, being one of the 
ull I leaders with his former company. managing the Chicago district together 
= Sot HAAR H v AMEN = 7 Meee ees 2 

; H || The i | OB MUTUAL LIFE 
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= INSURANCE COMPANY 
re ° 3 

: A Company of High Ideals z OF CHICAGO, ILL. 

RN © s | 

: and Sterling Character | | — Rocutts for 1881 | 

F: =] Gain in interest income over last five years 1300°; 

a 2a Gain in income over last five years 590°, 

5; F Gain in admitted assets over last five years 503°, 

5 = Gain in insurance in force over last five years 250°, 

: § Average Gain over last five years 661°, 

: E The above figures are the results of the highest grade of service to 
é ¢ policyholders and representatives. The latest is 

: a | CLAIMS PAID BY TELEGRAPH 

g a | It Is the Last Word in 

: | SERVICE 

















T. E. BARRY, President, ‘General Manager and Founder 
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with the other field work for several 
months, but will now return to the 
home office in Washington. 


C. A. Byles 

C. A. Byles of Oklahoma City has 
been appointed general agent of the 
Volunteer State Life in that state. For 
15 years he has represented the Spauld- 
ing Manufacturing Company of Grin- 
nell, la., as sales manager in the south- 
ern territory. He has taken offices at 
311 Shops Building, Oklahoma City. 


Fred H. Beaver, Jr. 


Fred H. Beaver, Jr., has been appoint- 
ed agency director of the New Eng- 
land Mutual Life at San Francisco. He | 
comes from a well known life insurance 
family, since his grandfather was in the 
business and his tather was for 30 years 
San Francisco general agent of the Pa- 
cific Mutual in the firm of Kilgarif & | 
Beaver. His special duties will be to 
aid members of the agency in develop- 
ing sources of business, particularly 
through policyholders already on the 





books. 


C. G. and C. W. Gumm 


Carl G. Gumm, who has been the 
Paris, Ill, representative for the Mas- 
sachusetts Mutual for time, has 
been appointed superintendent of agents | 
in the Cleveland territory by Elmer W.! 


some 


Snyder, general agent at ( eveland 
Mr. Gumm has been an active field 
an and has been on the company’s 
monthly bulletins with regularity. His 


work in Paris, Ill, will be taken over 
by his brother, Clarence W. Gumm, a 
graduate of Illinois University and f 
five years with the Edgar County Na- 
tional Bank of Paris C. W. Gumm 
will be district agent, working ou 
the Mattoon agency. 


; 


+ 7 


W. E. Johnson and Albert Hopfe 


W. E. Johnson and Albert Hopfe have 
been appointed district managers fo 
Mutual Life of New York 
Minn. Both Mr. Johnson and Mr. Hopfe | 
have been with the Mutual Life for som«¢ 
time and both were winners in the field 
contest for a trip to Vancouver B 
Mr. Hopfe has been a resident of Austin, | 
Minn., for a long time and Mr. Johnson 
was formerly district manager at 
perior, going to the Austin district about | 
six months ago. 


Hugh Larimer 


The Security Mutual Life of New York 


has appointed Hugh Larimer district 
manager for the Topeka, Kar district 
The district includes six counties. F. G 


manager of the Missouri-Kan- 
company, was in 


Gamble, 
sas territory for the 
Topeka last week and completed the 


arrangements Mr. Larimer was an in- 
surance man up to the time he became 
sheriff of Shawnee county Since his re- 
tirement as sheriff he has been selling 


motor cars until about a year ago when 
he went into the insurance business 
again. 


Plan Mutual Appointments 
Frank Carrell has been appointed by 
the Penn Mutual as general agent for | 


ithe Home Life & 
| Rock, Ark., has announced the appoint- 
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Saulte Ste. Marie, Mich., and surrounding 
territory, with offices at 604 Adams build- 
ing, Saulte Ste. Marie. He has been as- 
sociated with the company’s field organ- 
ization for several years. 

Robert T. Shipley has been appointed 
general agent for Billings, Mont., and 
surrounding territory, with offices in the 
Securities building at Billings, 

Hugh W. Wilson has been appointed 
general agent at Columbia, 8S. C., succeed- 
ing J. S. Land, who is retiring from busi- 
ness after excellent service for the com- 
pany for many years. 


Mrs. G. H. Allison 
-president of 
Little 


Harrison, vice 
Accident of 


James J, 


ment of Mrs. G. H. Allison as a special 
agent in the Little Rock territory. Mrs. 
Allison went to Little Rock from Forrest 
City a year ago and until recently has 


been a representative of the Missouri 
|} State Life She is a member of the 
Business and Professional Women's 
Club Mrs. Allison will devote her tims 
chiefly to educational and income con 
tracts, in which field she has made a 


special study 


Economy Life Moves 








The Economy Life Agency Com- 
pany of Chicago, and the Drexel Mu- 
tual, which was recently purchased by 
the Economy Life Agency, have : 
their offices to the Manhattan building 
in Chicago The development of th: 
Economy Life under the manager t 
of L. O. V. Everhard is progressing 
raj y and it is expected tl 
np y will soon be le ) t its 
own business At present the stock- 
he ers of thy kcono V Lite 1 le 
organization, are taking whole life poli- 


Drexel Mutual, 





cies to be put on a legal reserve basis 
as soon as the Economy Life is in a 
position to operate, at which time the 
Drexel Mutual will be merged Phe 
policies, however, are being writtet 


+) 


only at legal reserve rates in the 


Mutual 


Drexel 


Reinsurance Pool Completed 


President Daniel Boone of the Mid- 
land Life of Kansas City has completed 
the formation of a reinsurance pool that 
he has been organizin consisting oi 
his own company, the Business Men’s 
Assurance of Kansas City, the Farmers 
& Bankers Life of Wichita, Kan., and 
the National Fidelity Life of Sioux City. 
He states that the contract between 
these companies is facultative and no 


sub-standard business will be handled 








New Mississippi Deputy 
Commissioner Henry of Mississippi an- 


nounces the appointment of Earle Ellis 


as deputy insurance commissioner, to 
succeed John A. McNair, who resigned in 
February. Mr. Ellis has been acting 


deputy since Mr. McNair left the office 
His appointment has been approved by 
Governor Russell, as required by law 
and he has made the stipulated bond of 
filed witl 

ved 


$5,000, and this has also been 
the secretary of state, and appr« 





Insurance 


n $5,000,000 of assets 











CALIFORNIA STATE LIFE 


SACRAMENTO 





force, after ten ars of successful oper S 
Home Office Buil« To carry out s for intensive development of pro- 
ducing agencies in its home state the pany offers very attractive cy 
contracts to experienced, live, energetic salesm«e who bear proper cred a 

a where you can work y day of under pleas- 
ant S, ar ta ve ¢ € and if asa yp 
Cal ale ire a record of av Ave dividual C- 


J. R. KRUSE, Vice President 


Company 


nd over $45,000,000 of insurancé 





now constructing a 10-story 

















American National Insurance Company 


| | OF GALVESTON, TEXAS 


SHEARN MOODY, 
Vice-President 





WwW. J. SHAW, 
Secretary 


W. L. MOODY, JR. 
President 








FINANCIAL STATEMENT, DECEMBER 31, 1921 


LIABILITIES 


Net Reserve, American Ex- 
perience (3 and 344%) 

Special and Contingent Reserves 

Reserves for Death Losses in 
Process of Adjustment or 


ADMITTED ASSETS 
Real Estate Owned..............$ 896,517.61 
Mortgage Loans (First Lien)...... 4,108,612.42 
Collateral Loans. ..........«+sss«s 1,000.00 
} Loans Made to Policyholders (on 
| this company's Policies)........ 1,198,944.47 
| 


+++ $9,261 807.63 
204,251.00 


SN RR eae 3,536,822.42 Adjusted and Unpaid 105,608.25 
Cash in Banks............. «xeeel 463,977.37 Reserves for Taxes......... 129,129.51 
Certificates of Deposit....... 6,908.28 All Other Liabilities 158,244.72 | 


-.«« $500,000.00. 


237,661.04 
243,252.00 


Capital Stock 


Interest Due and Accrued. 
Assigned Funds.... 


Deferred and Uncollected Pre- 





| 

} miums (Less Loading)...... 221,999.36 Surplus. ........606. 1,070,643.81 
All Other Assets....... snvoenense 493.95 a | 

on ~ Surplus to Policyholders 1,813,895.81 | 

| Se | 

TOTAL ASSETS ......00000% $11,672,936.92 TOTAL LIABILITIES $11,672,936.92 | 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 | 
Operates in Nineteen States and the Republic of Cuba | 


| “ANCHOR TO THE ANICO”’ 














WANTED 
WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
The proposition we 











policies to the public. 


offer is unusual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 
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BANKERS LIFE 


GEO. KUHNS pres. 
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NATIONAL 


UNDERWRITER 











Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 

















A Wider Field 
An Increased Opportunity 


Our agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 
travel accident only, as may be desired. 


We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 


We insure males and females at the same rates 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 








SIX YEARS OF PROGRESS 


End of Year Insurance in Force Reserves Assets 
1916 $1,504,904 $9,778 $429,373 
1917 3,014,388 43,502 678,555 


775,154 
941,380 


1,127,761 


4,507,824 100,914 
8,556,794 205,203 


12,112,174 365,286 
$16,331,992 $574,921 $1,367,692 


Surplus to Protect Policyholders_ - $757,992.36 
Assets $2.06 for every dollar of Liability, 


and a corps of live satisfied agents. 


1918 
1919 


1920 


1921 


The Shenandoah Life Insurance Company 


General and District Agency openings in Arkansas, North Carolina, 
Virginia, West Virginia and New Jersey. 


On Agency matters address—W. F. Macallister, Agency Manager. 











In Business Since 1862 






ae SS 
LiFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


Insures al! classes of selected lives, issuing policies on the etna intermediate and 
industrial plan at all ages. It also insures against total and per 

of the company are made secure by reserves maintained on the highest see aa ad- 
ditional contingent rererves providing protection against all emergencies. Information and 
Advice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of thie Company. 

















NEWS OF LOCAL ASSOCIATIONS 








HOLD DEBATE ON BANK PLAN 


Discussion of Guision. Pro and Con, 
Attended by 200 Members of 
Boston Assdciation 


BOSTON, MASS., May a Nearly 
200 members of the Boston Life Under- | 
writers’ Association aoe the month- | 
ly luncheon to listen to a spirited de- 
bate between President Franklin W. 
Ganse and William B. Phelps, man- 
of the life department of the Trav- 
elers in Boston, over the subject “Do 
we approve of the savings insurance 
plan as operated by the Travelers in 
conjunction with the Citizens National 
Bank?” 


ager 


Mr. Ganse explained that he was stat- | 
ing the case only for himself in oppos- 
ing the idea. He summarized his ob- 
jections under five heads; that the plan 
was inconsistent with the state law 
which provides that nothing should be 


offered “as an inducement of placing 


any contract of life insurance”; that it 
exalted savings above insurance and 
was unprofessional on the part of the 
life agent and unnecessary; it encour- 
aged temporary rather than permanent 
savings; minimized the service of the 


agent and did not provide for all round 
needs of prospects, and, finally, that it ! 
involved each of the two _ institutions, | 





the bank and insurance company, in 
an apparent guaranty of the other’s sol- 
vency and good faith. 

Mr. Phelps, in describing the system 
and answering Mr. Gans said no in- 
ducement was offered, as the accounts 
were separate; that it did not exalt sav- 
ings above insurance The plan helped 
the insurance interests for of the total 
number of depositors under the scheme 
t the Citizens National tank 82 per- 
cent had never before taken out insur- | 
ince Moreover, when the 10-year pe- 
riod was up the depositors would know 
more of insurance and would be better | 
able to take out larger amounts of pro- 


tection It combined, too, the two great 


| promulgation of 
| life 


the 25 general 
county 


through all 
Milwaukee 
ings in 
Presdent 
ported a 


agencies in 
and more still 
Gifford T. 
number of new pl for 
education matter about 
for protective and for 
purposes, which were 


Vermillion re- 


ins the 
insurance 
business 


some of 


referred to committees for action at the 
|} next meeting 
* 

Kansas City, Mo.—Life insurance as 
the sale of a service to cove ra need was 
the point which John W. Oliver, manager 
of the Equitable Life of New York, 
stressed in his address to the Life Un- 
derwriters Association Friday night. Mr. 
Oliver discouraged the sale of policies in 
a haphazard fashion The lecture on- 
tained valuable suggestions on the value 


of being specific and avoiding general- 


ities which do not stimulate prospects 
to buy 

Jack Parker, agents’ counsellor for the 
New York Life, gave some stimulating 


remarks on through 
ability to touch a n 


Dr. O. H. Rogers, 


selling insurance 
an's heart. 


medical director of 


the New York Life. made the point that 
insurance should, among its first dutie 
see that the working man is protected. 

At the next meeting of the associa- 
tion, in June, the subject, “Prospecting 
and Systematizing Your Soliciting,” will 
be discussed, 

*x * 


La Crosse, Wis.—The assertion of Vice- 


President Coolidge that there is no ar- 
gument against the taking of life in- 
surance and that it is established that 
the protection of one’s family or thos 
near to him is the thing most desired 
and there is no medium of protection 
that is better than life insurance, was 
endorsed at the monthly meeting of the 
La Crosse Association Saturday Fiv 
visitors from out of town attended the 
meeting and a number of additional life 


underwriters be« 
sociation 


ime members of the as- 


Cincinnati—At last week's 


meeting 
| President S Howard Swope asked all 
general agents to act as members of a 


committee 
pictures 


the 
brought to Cin- 


to see 


and p: 
that are being 


iss on movir 





c cinnati for use in advertising life insur- 
plans of thrift and retained the accumu- | ang, 
lated savings in the community where A 15 percent increase in membersh’‘! 
such funds originated. He said the final | was announced as a result of the drive 
test of the plan will be, “Is it needed, | tor new members. Four general agents 
is it just, is it equitable, is it economi- | pad reported their agencies sm G06 wenn 
al, is it right? If it does not satis- | 
} 5 . | membership agencies 
factorily answer this test it will fail; Thos. R. Hill, superintendent of agen- 
if it does, it will be of immeasurable | oi. of the Provident Life & if 
benefit to the individual, to the commun- : ae eae . 
ity and to the state, and no less to the = address mt the use of the table of tl 
life insurance fraternity.” se caine “Experience of One Hundre 
President Guy A. Ham of the Citizens | ““eT@se Men” in selling insurance 
National Bank closed the debate with He contended that if this table and its 
a few remarks to the effect that the oe — thoroughl; mastered, i 
bank would find the scheme an expense would furnish an answer to every objec- 
for the first three years, the cost being tion to life narnia except the two that 
charged to advertising and that the only the prospect “can't pay or “can't pass.’ 
return was in securing for the bank a . ~ oe 
larger clientele. Connecticut, — Connecticut Association 
It was announced at the meeting that at its spring convention May 10 voted 
the annual outing of the association |*® ,h@ve the association incorporated 
would be held at the Atlantic House, | U24er the laws of Connecticut: Charles 
Nantasket Beach, June 18 W. Green o Waterbury was appointed 
Karl A. Luther, chairman of the edu- | C2@irman of a committee to incorporate 
cational committee, stated plans were | ‘th authority to name two associates 
being consummated for the _ establish- Eleven new applications for membership 
ment of a course in life insurance at | “ee received , 
Boston University. The address was by Louis N. Denniston 
supervisor of the Travelers, extension 
* school and Max Hartstall of Hartford 
Milwaukee, Wis.—‘The profession of | president, presided. James B. Moody of 
life insurance has and is taking advan- | Hartford is the secretary. 
tage of greater opportunities to serve * 
the public than any other profession, not San Francisco, Cal.—Members of the 
excepting the clergy, the medical and | Northern California Association heard a 
the teaching profession,” said EK. L. Car- | most inspiring and profitable talk by 
son, Milwaukee agency manager of the | Maj. William T. Morgan at the regular 
Equitable Life of New York, at the May monthly luncheon meeting May 11. 
meeting of the Milwaukee Association | Major Morgan went at the members ham- 
Friday Mr. Carson outlined some of | mer and tongs and told them that if they 
the numerous services that the agents | Were doing anything less than their very 
are able to render, many of these being | best in the life insurance business they 
as yet little understood by the public were failures. He aroused a high pitch 
He insisted, however, that the life agent | of enthusiasm for the manner in which 
must not overlook the responsibility of | he handled his subject, “Why Men Fai 
getting this information to his clientel and was accorded a rousing reception, 
and must not wait for the public to come He probably is one of the best speakers 
to him that has ever appeared before the organi- 
“Horse sense in all things,” was the * 
advice he gave to the agents He said Milwaukee, Wis. A membership drive 
that all businesses and professions must | has been undertaken by the Milwaukee 
today realize that results can be only Association following the decision at 
commensurate with effort and service the rally on May 11, when the assovci- 
rendered ition met to observe Association Day. 
The Milwaukee Association added 105 | Gifford Vermillion, president, presided at 
new members the past week as the re- the meeting and with other officials 
sult of a membership invitation issued | made a strong plea to strengthen tl 
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Mutual Life of New York 
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Omaha, Neb.—The © . 
hold a business meeting VIRGINIA AGENCY’S NEW MOVE Federal Union’s Chicago Change 
x ir session, May 7, at vhich tir r ¢ l hae ntea 
the nominations for officer for t . ’ : ‘ pointed 
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GETS ECONOMIC DATA 


PLANS “EXPERIENCE TABLE” 


Joseph J. Devney of Cleveland Under- 
taking Work of Great Importance 
to Life Insurance 


The work being done by Joseph J. 
Devney of Cleveland, O., in the com- 
pilation of a new economic experience 
table was explained to the monthly 
meeting of the agency force of E. W. 
Snyder, Cleveland general agent for 
the Massachusetts Mutual, last week. 
Mr. Devney spoke of the publicity 
given by insurance interests to the “hfe 
experience of 100 average men,” orig- 
inally published in 1916 by the savings 


bank section of the American Bankers 
Association. He said that many com- 
panies have incorporated this experi- 
ence in their literature and that it has 


received attention on all sides, even the 
United States treasury department 
using it in its thrift campaign. He 
said, however, that this table has been 
repudiated the American Bankers 
Association, the original of the 
information and the figures being un- 
known. The figures, upon deep study, 
proved and insufficient. 
The Journal of the American Bankers 
Association repudiated this table in the 
fall of 1921. 


by 


source 


inconsistent 


Getting in Necessary Data 
Realizing the advantage of a reliable 
economic experience table to life insur- 


ance and other thrift agencies, Mr. 
Devney planned to secure the neces- 
Sary data to compile one. For several 


months he has been sending blanks to 
life insurance agents and_ bankers 
throughout the country requesting in- 
formation regarding those whose cir- 
cumstances they positively know and 
several thousand cases have already 
been received. The table will not be 
compiled until there are at least 15,000 
individual reports upon which to work 
and if these are found insufficient to 
make the law of average work, more 
will be secured. There are three sets of 
blanks usd, the first asking for the oc- 
cupation, financial worth of the men 
trom 1917 to 1922, and his present age. 
It also asks for classification “self 
supporting,” “wholly dependent,” or 


as 


“partially dependent.” The second 
blank secures net estates left by the 
man at death and the third the econ- 
omic condition of widows 

More Prosperity Shown 


Data on something like 2,000 widows 
so tar received indicate that the table 
in respect to their status may be ap- 
proximately correct However, infor- 
mation received on living men indicates 
that the table radically wrong in 
saying that while ten of the original 100 


1S 





are rich at 35, only one is rich at 45. 
The indications from the new com- 
pilation are that men are more pros- 
perous during their 40’s than 30’s and 
it is possible that they do not begin 
to go backward economically until 
their late 50’s. The figures also indi- 
cate that more than 82 of 100 men at 
death leave a net estate of $2,000 or 
over. Mr. Devney said that this more 


is 


favorable showing undoubtedly in- 
fluenced by the widespread patronage 


of life insurance. 
National Reserve Is Leader 

The National Reserve Life of Topeka 
led all the legal reserve companeis in 
its home state last vear in the wav of 
new business. Its new business 
amounted to $9,516,000. The next 
company was the New York Life with 
$6,145,285 The third was the Bank 
Savings of Toneka with $5,643,698. The 
Farmers & Bankers of Wichita came 
next with $5,502,076. The premiums 
received by the National Reserve in 
Kansas last year amounted to $374,023. 
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UNDERWRITER 


OBSERVATIONS ON THE MEETING OF 
THE SOUTHERN INSURERS’ CONFERENCE 


HE Southern Industrial Insurers’ 
T Conference, which met for the 

first time north of the Mason and 
Dixon line in Cincinnati, is virtually 
the organization of the weekly payment 
life, health and accident companies just 
the Health & Accident Underwrit- 
ers Conference may be regarded as the 
monthly payment and annual premium 
organization. In the Southern Confer- 
ence are discussed the problems of the 


as 


weekly industrial business as operated 
principally among the negroes of the 
scuth. These companies have their 
ewn peculiar problems which are differ- 
ent from those of any other class of 
companies. 

Perhaps the two most interesting 


phases of the Cincinnati meeting were 
the discussions of the alarming rise in 
sickness claims due to malingering, 
which are showing an unprecedented 
increase notwithstanding that the death 
rate than ever and the 
growing sense of responsibility on the 
part of these companies which are col- 
lecting many million dollars of pre- 
miums from the negro race each year 
to their share in improving the 
condition of the through the sup- 
port of health sanitation 
ments. 
Secial and Uplift 
Dr. Otto P. 
of the leading public health authori- 
ties of the country, stressed the impor- 
tance of recognizing public health and 
social responsibility while the paper of 
Actuary J. R. Leal showed the other 
side of the picture, and the necessity of 
taking some steps to reduce the fraud- 
ulent sickness claims with the alterna; 
tive of dropping this class of the busi- 
ness altogether if some method cannot 
be found to eliminate the dishonest doc- 
tor and claimant. Perhaps never be- 
fore in the history of this conference 
has so much time and attention been 
given to the social and uplift side of the 
work of the companies engaged in 
negro insurance. The response given 
to the various addresses on these sub- 
jects showed that the members are 
keenly alive to the situation and are 
willing and anxious to do whatever they 
can for the betterment of social and 
health conditions among negroes. 
The real growth of these companies 
writing principally has taken 
the 


is less before 


do 
race, 
and 


Phases 


negroes 


place within last 15 or 25 years. 
Before that time the average concern 
professing to insure negroes, with a 


few exceptions, could scarcely be called 
respectable for the old-time negro in- 
surance concern was out, not for the 
payment of claims, but for the sole pur- 
of exploiting the negro and 
mulcting him of premiums. The class 
of men who are now in the business is 
for the most part such that the great 
needs of the negro for insurance are 
being fairly and equitably met. The 
27 companies in the Southern Confer- 
ence alone are writing some $25,000,000 
of premiums a year and one company, 
the National Life & Accident of Tennes- 
see, i collecting over $10,000,000 a 
year. Seventy-five percent of the busi- 
ness is among negroes. 

The future will probably these 
companies enjoy a substantial growth 
comparing favorably with that of regu- 
lar life companies and most of them 
are now writing or preparing to write 
ordinary life insurance, through the 
regular industial agents, thus laving the 


pose 


1s 


see 


foundation for the ordinary life busi- 
ness in connection with the industrial. 
Thus through the lowlv negro. sick 
benefit concern the south will in time 


come to have a considerable number of 
companies of its own, developed out 
of peculiar southern conditions, with 
a valuable experience behind them and 
a substantial premium and asset ac- 
count, 

Dr. Geier in his discussion indirectly 


Geier of Cincinnati, one 


move- 


pointed the way for the prevention to 
a large extent of rapidly increasing 
sickness claims and the solution of that 
problem which is that the companies 
themselves take into their hand so far 
as possible the promotion of public 
health and sanitation movements and 
the prevention of sickness and disease. 
Intelligent interest taken by the com- 
panies in these matters will no doubt 
serve to bring the whole business to a 
higher plane and give it better recogni- 
tion among both policyholders and the 


public at large. There is a wonderful 
opportunity for leaders in this work. 
The Southern Conference has a num- 


ber of men who understand the prob- 
lems thoroughly and who are willing 
to make the necessary effort to lead the 
southern companies along the lines 
which will result in their ultimate suc- 








cess. 
Some Conference Leaders 

President I. S. D. Sauls of the confer- 
ence is a man of broad sympathy and 
large experience. He pointed out the 
great growth which the companies have 
made in the face of nost insurmagint- 
able difficulty. He is one of the men 
who sees a bright future for companies 
which will take their responsibilities 
and opportunities seriously and by giv- 
ing service put the business on a high 
plane. 

P. M. Estes of the Life & Casualty of 
Nashville is a diplomat and student, one 
of the leading lawyers of his state, who 
is giving whole-hearted service to the 
conference companies and studying their 
problems with a penetrating and for- 
ward looking mind. Another great leader 
is C. A. Craig, president of the National 
Life & Accident, who has blazed a trail 
across the south which all southern com- 


panies may follow. 


Need More Actuarial Work 


Perhaps the need of the 
southern companies is for more actuarial 
work and the tabulation of results which 
may be used to guide them in the 
tion of their problems Negro mortality 
and sickness experience does not of 
course, follow the as t 
shown by the general mortality and sick- 


greatest 


solu- 


curve 


same 


ness tables. Some of the companies are 
still lacking in proper accounting sys- 
tems The members recognize that de- 
velopment is needed along this line. 
The taxation question is a serious one 


this is 


with the southern companies and 


|} a matter which is receiving special atten- 


tion. Little improvement is hoped for 
for the present in state and municipal 
taxation matters, though some progress 
has heen made in the matter of federal 


taxation. 
Switching of Agents 


The other great problem of these com- 
panies lies in the transfer of agents from 
one company to another, an evil which 
has grown rapidly. Statistics were pre- 
sented showing out of 3,743 agents em- 
ployed 2,513 had changed companies or 
left the business, whereas only 2: new 
and inexperienced men had started—less 
than 10 percent. The methods of com- 
pensation in these companies are almost 


as numerous as the number of companies 


and some standardization of compensa- 
tion is imperative. 

One of the thoughtful papers was that 
by Dr. J. W. Johnson, president of the 
Inter-State Life & Accident of Chatta- 
nooga Dr. Johnson has for some time 
been acting as medical director and has 
now acquired the largest single block of 
stock in the company, giving it much of 
his attention He is slowly putting the 
company on its feet by a process of re- 
organization which has eliminated much 
of the business on the books and by cut- 
ting down expenses heavily His paper 
showed some of the difficulties which the 
new company in the south has to con- 
front and the necessity for observing 
sound and conservative practices’ in 
building the plant. 

As has been stated, many of thes¢ 
companies are now opening ordinary life 


departments with a view to writing 
ordinary business’ through industrial 
agents. The paper of M. D. Schrieber, 


superintendent of agents of the Western 
& Southern Life of Cincinnati, on “Pro- 
ducing Ordinary Life Insurance with In- 
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ENTER NEW TERRITORY 





IT WILL ORGANIZE ILLINOIS 


Provident Life & Accident of Chatta- 
nooga Has Been Licensed in State 
—Will Open Agencies 


President Robert J. Maclellan an- 
nounces that the Provident Life & Ac- 
cident of Chattanooga, Tenn., has been 
licensed to transact life, accident and 
health insurance in Illinois. The vari- 
ous agency departments of the com- 
pany have made arrangements to ap- 
point agents in certain territories and 
application for agency appointments for 
all departments will be considered 
throughout the state. The company 
has adopted the Illinois standard for its 
policies. Che company’s life rate 
book is one of the very form. 
The company is NOW prepared to place 
its many excellent forms of life policies 


oO latest 


|on the market in Illinois. 

It will appoint special and general 
agents for the handling of its commer- 
cial and monthly payment accident and 
health policies, as well as its franchise 
or group policies 





The Provident Life now holds fran- 
chises on many railroads operating im 
Illinois, including branches of the 
Southern Railroad and Seaboard Air 
Line, and expects to devote considerable 
time and attention to the development 
of this important branch of its business. 
Several excellent new policy contracts 
are in process of preparation for Illi- 
nois. 

A special department for the sale of 
the new form of automobile accident 
policy (personal accident) has been 


created and special representatives for 
the sale of this policy in Illinois will be 
appointed. The premium thi 
has been lately 
icy pays $1,000 principal sum, $25 week- 
ly indemnity for hospital con- 
finement It standard provision 
policy and has liberal features 

The company al announces _ the 
opening of its reinsurance department 
through which it will reinsur- 
ance of accident and health policies, as 
well as life and double indemnity on life 
policies and monthly or disahil- 
ity features. 


for s poli V 
The pol- 


reduced to $5 


and $40 


is a 
s© 


acce pt 


income 





Business in Nevada 


The new business in Nevada last year 





on part of the old line companies was 
$3,020,759 The insurance in force is 
$23,247,567 The premiums were $609,- 
922. There was no company that wrote 
a $1,000,000 in the stat The largest 
amount written was for the New York 
Life with $866,859 new business. The 
Mutual Life came next with $678,953 
dustrial Agents” was most interesting 
and helpful. Most of the companies will 
use their regular industrial organization 
in the production of ordinary life and by 
this system the ordinary business can be 
built up at much less expense and with 
a greater degree of success than if regu- 
lar life insurance men were emploved 
The fact that the Southern Conference 
will hold its next meeting in conjunction 
with that of the Health & Accident 
Underwriters Conference at Washington 
next October will serve still further to 
bring the southern companies into touch 
with much of the experience that has 
been gained elsewhere and is a step for- 
ward. By improving the class of agents 
employed, finding a proper and uniform 
method of compensation, eliminating the 
fraudulent sickness claims and the dis- 
honest doctor, at the same time recog- 
nizing the responsibility for and taking 
part in public health ind sanitation 
movements Improving accounting vs 
tems and establishing actuarial depart- 
ments the southern weekly payvment 
companies have a program mapped out 
for them which is of the greatest impor- 
tance and which, if carried out, will give 
to the south considerable number of 
well established, experienced and sue- 
cessful life, health and aecident com- 
panies, which will mean much for the 
insurance interests of that section 
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Policy Literature, Rate Books, etc. 





$3.50 and $2.00 respectively. 


NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Supplementing the ‘“‘Unique Manual-Digest”’ 
and “‘Little Gem,” Published Annually in May and April respectively. 


PRICE, 








PAN-AMERICAN’S NEW RATES 


Schedule for New Noncancellable 
Policy Issued by New Orleans 
Company Announced 


Rates on the new _ noncancellable 
accident and health policy, recently an- 
nounced’ by the Pan-American Life of 
New Orleans, have been issued. The 
company offers two forms, one of 
which covers accident and health, the 
other covering accidents only. For se- 
lect and preferred the accident only 
policy, which pays for total and partial 
disability, has specified loss indemnities, 
contains double indemnity, hospital and 
medical attention clause and is issued 
without elimination period, costs $3.25 
for each $5 weekly indemnity at age 





20, $3.34 at age 30, $3.45 at age 35, $3.59 
at age 40, $4.49 at age 50, and $5.38 at 
age 55. The other form covers accident 


and health, paying for both total and 
partial disability and providing specified 
indemnities. It pays hospital in- 
demnity in addition. This form is 
only with certain elimination 
30 and 90 days, and is class- 
Annual premium 
indemnity on 
follows: 


loss 


issued 
pe riods, 14, 
ified in three groups. 
rates for each $5 weekly 
select and preferred are as 

For Each $5 Weekly Indemnity 








14 Days 30 Days 90 Davs 

Age Eliminated Eliminated Eliminated 
20 $ 7.78 $ 6.48 $ 4.32 
21 7.99 4.32 
22 8.21 4.43 
23 8.42 4 $.54 
24 8.64 7.3 4.64 
25 8.86 7.56 4.7 
26 9.07 7.78 1.86 
97 9.29 8 00 497 
28 9.50 8.21 5.08 
<9 9.72 8.42 ».18 
10.04 8.64 ».29 
1 10.37 RRS 5.40 
4 10.69 9.07 >.51 
> 11.02 9,29 5.61 
34 11.34 9.50 5.72 
> 11.66 9.72 5.83 
6 12.00 9.94 5.94 
7 12.31 10.15 6.05 
oS 12.64 10.37 6.1¢ 
oo 12.96 10.58 6.26 
10 13.28 10.80 6.48 
41 13.6 11.02 6.70 
$2 14.04 11.23 6.91 
43 14.47 11.45 7.13 
$4 14.90 11.77 7.34 
15 15.34 12.10 7.67 
} 15.77 i2 ; 7.99 
17 16.20 12.96 8.32 
18 16.63 13.39 8.64 
$9 17.06 13 8.96 
50 17.50 1 9 40 
51 18.14 1 9.83 
52 19.00 1 10.2% 
} 19.87 16 10.80 
20.74 17.0¢ 11.34 
" 21.60 17 12.1 

International Life & Trust 

The International Life & Trust of 

Moline, Ill, has issued a new educa- 

tional endowment policy for issue upon 

boys or girls of any ag No medical 

examination is required unti child 


The poli is nonparticipating, 


but carries a double benefit. It becomes 
automatically paid up in the event of 
the death of the parent during the pre- 
m paying period On a $2,000 policy 
taker t age 1 year f I hild dies 
before reaching age 12 rovided tl 
poli is taken out between the ages of 
one day to one year, tl pany guar- 
ntees to return to the parent $100 for 


each annual deposit of $79.24 is 
amount is the annual premium required 
covering a $2,000 r} amour 
may be decreased creased as de- 
sired, that figure h: been taken a 
the minimum requir for 1 educa- 





onal endowment. 
It is a 20-vear endowment, the amount 
paid in the depository bank of the com- 


cents a day, $1.53 a week, 


pany being 22 
$6.61 a month or $79.24 year If the 
child passes a satisfactory examination 


at the age of 12, the endowment goes 
into full force for its face value 
death of the insured from natural « 
pays $2,000, death by accident paying 
$4,000 There is an additional annual 
deposit for the extra risk of $4. At age 


and 


auses 


| take a paid up participating 


} extra dividend. 


| stituted a 


20 the insured in maturing the policy 
may choose either to surrender the pol- 
icy for $2,000 cash, to take a fully paid 
up whole life policy for $2,000 and re- 
ceive cash of $1,428 or leave with the 
company all cash accumulations and 
whole life 
policy for $7,000. 


New York Life 
York Life announces that 
new insurance hereafter issued will bs 
granted with full disability and double 
indemnity benefits to a maximum amount 
of $50,000 instead of $25,000 which has 
been the limit heretofore. The company 
States that agents are warned that in 
the granting of large amounts of dis- 
ability benefits great care will be exer- 
cised by the company in ascertaining 
that the applicant is fully entitled to 
the amount applied for, that the amount 
which he earns considerably exceeds the 
total amount that would be payable to 
him in : 


The New 


case of total disability of all the 
insurance he carries with this and other 
companies and that in all other respects 


the risk is of the highest grade physi- | 
cally, financially and morally. 
Equitable Life of Iowa 
Policyholders of the Equitable Life of 
Iowa who were deprived of their divi- 
dends during the “flu” epidemic from 
March 1, 1920, to Feb. 28, 1921, are re- 


now in the shape of an 

The extra allotment as 
sent out from the home office is one- 
half of the full regular dividend and 
applies to all policies issued from March 
1, 1902, to Feb. 28, 1915. It is the pur- 
pose of the company to continue a simi- 
lar extra allotment on other groups of 
during the next few 
under which a reduction 
influenza epidemic 


ceiving them 


policies 
aii issues 


made as to the 


Mid-Continent Life 
The Mid-Continent Life has discontin- 
ued its endowment at and sub 
ordinary life policy. 


age 85 


strictly 


Opposes ‘Stock-Policy Plan 


Walter Herrick of Wellington, Kan., 
candidate for the Republican nomina- 
tion for superintendent of insurance in 
Kansas, has made public announcement 
that he was opposed to the life com- 
panies undertaking the sale of stock 
with life policies This practice has 
been in operation in Kansas for two 
years and has been bitterly op- 
posed by many life insurance men. Mr. 
Herrick began his insurance experience 
in 1905 as an agent for the Mutual 
Benefit and then was with the Connecti- 
cut Mutual for six years, when he began 
building up his fire and surety 


now 


agency 





j} at Wellington. 
Other candidates for the place are 
W. R. Baker, actuary for the Liberty 
ife of Topeka, one of the companies 
selling stock with life policies. Charles 
Hobbs. actuary for the insurance de 
partment, who has a large following 


because of his experience as an exam- 
iner and an actuary for the department, 
and Emmett George, private secretary 
to Governor Allen. 


EDITION 


“Miracle” of Life Insurance 





} a recent laudatory article written by the editor of a 
magazine for salesmen, “How to Sell—and What,” The 
Columbus Mutual Life Insurance company of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 
rewards. Other companies in time, the editor predicted, 
will be obliged to adopt the methods inaugurated by 
President C. . Brandon. “The accomplishments of Mr. 
Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon’s feet.” 


So great has been the demand for this magazine article 
that it has been republished in pamphlet form, The first 
edition of the pamphlet was quickly exhausted and a 
secortd issue has been published. A copy will be sent 
free to any one writing his name and address in the margin 
of this notice and forwarding to the Home Office. 


The Columbus Mutual continues to astonish. In 1921, 
it issued practically the same volume of new business as 
in 1920, the “wonder year.” It showed a gain of 25% in 
total volume, a gain of 33% in assets and a gain of 45% 
in surplus. Policy dividends were 50% greater than 
total death losses. The company is constantly enlarging 
its agency force. New agents added in 1921 wrote one- 
third of that year’s total production. 





HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








ECRET OF OUR We have a contract for you under which your 
UCCESS IS income will be limited only by your activities, 
ERVICE 

A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 














The Masonic Mutual Life Association 


This Did Not Happen by Chance 
New Insurance Issued in 1921 ............«..$ 42,448,000,00 
Gain in Insurance in Force 30,124,750.00 


Insurance in Force Dec. 31, 1921. .......++««+ 101,222,295.00 
Assets : pene Geos esnesaoooeunonseees 4,613,494.57 
Increase in Assets ..........ssse0. 1,518,954.00 


1,282,156.00 


Increase in Reserve ceccecceseceecsoceosee 
Increase in Surplus. ...........- ceececcese 
Unexcelled Life Insurance Protection — Lowest Net Cost 
Absolute Security — Perfect Service — Square Dealing 
A Satisfied Field Force 


William Montgomery, Pres. Homer Building, Washington, D. C. 








EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 

The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 











THE NATIONAL 


UNDERWRITER 








ings and recall the 


| failures during the past year, you then more 
than any other time keenly realize the im- 


WHEN you begin to figure up your earn- 


several reasons for 
policy contracts 


The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. 


This coupled with good 
and liberal commissions, is 


an incentive which should interest any am- 














| ; 9 , 
portance of a helpful constructive home _bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 
such failures. 
One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 
* 
Inter-Southern Life Insurance Company 
JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 
During the first four months of 1922, the Detroit Life Insurance Company's agents wrote $4,911,000 of new 
business. Last year the agents of this Company established a record of better than a Million a Month in 
Michigan. The Detroit Life is beating that record this year. 
This new record is evidence of further progressive co-operative efforts. The Detroit Life has agents and of- 
fices in most towns and cities in Michigan, yet there are a few openings for high class representatives in some 
Michigan communities. 
Any life insurance man or woman anxious to make new affiliations, will do well to communicate with us. 
j HOME OFFICE DOWN-TOWN OFFICE 
,; Corner Woodward and Forest Avenues 1005 Majestic Building 
j DETROIT DETROIT 
j M. E. O’BRIEN, President JAMES D. BATY, Secretary and Treasurer 








J.H. Leffler, Acting President 


Permanent 


John W. Dragoo, Secretary 


MUNCIE, INDIANA 


The Companies That Stay Are the Companies That Pay 


| When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 
tained through a permanent connection. 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


Harry H. Orr, General Counsel 


success can only be at- 


The companies that stay are the companies 








O. W. JOHNSON, President 


INSURANCE IN 


Assets ‘ ‘ 
Payments to Policy 


Address S. W. GOSS, Vice-President and 


FORC 


holders since Organization 


Manager of Agencies 


SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


$37,000,000 
4,074,586 
3,453,460 


Openings for General Agents and Managers in Fifteen States 














George Washington Life Insurance Company 





A Definite Territory 


A Liberal Contract 


Low Premium Policy Contracts 


Address: 


Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. 


ERNEST C. MILAIR, Vice President and Secretary 
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| Inheritance Taxes 
Paid in the States 
LAS interesting tabulation has been 
| made showing 


amount paid in 
states 
was paid 


the 
{ inheritance taxes in various 
| The largest amount naturally 























in New York, it being over $18,000, 
O00, The following 1s the table: 
| Arkansas .. ..$ 134,146.79 
|} California ... ¢ 804,731 8 
Colorado ¥ 32 6.92 
Conne icut 1,8 856.34 
Delawat (over) 200,000.00 
(;,eoreia ° ++ 
Idaho f 
Illinois 
Indian 
Iowa 
Kansas 
Kentucky 
Maine 
Massachusetts f 
| Michigan l 
Min sota 
| Mississippi 
Missouri 1 
| Montana (y I iding Nov 
30, 1921) 
New Hampsh 
New Mexico 
New Jer \ (y I id _ - 
June 30, 1921) 4,709.4 74 
| New York (vear nd — 
| Tune 30, 1921) 18,1 06.73 
| North Dakota .. 1,964.30 
Ohio 1 $49.83 4 
Oklaho 1 ] 067.44 
Rhode Is! ad 690,342.91 
Seuth I kota ‘ ’ 87 34 
I as ‘ 1,188.53 
Utah (vear ending Nov . 
1921) . 75.545.90 
Vermont . . 973.74 
Virginia (yvear ending Sept = 
30. 1921) 1513.06 
Washington 460,197.15 
Wvyoming (sin Ma 1921) 1,126.11 
Wyoming (previous 2 years) 90.000.00 
7 y 7 
NEWS OF COMPANIES 
Wiseconsim National Life—leports pr ' 
ented at the annu meeting of sto 
hold s th ri i Oshkosl 
Wis., sl l su ntial grow in all 
dey nd good gains i th 
various fund with r busi s th 
increas far in 192 ver 
West Coast Life—Vice-Pr He 
ser announced to the field e this 
‘ that every 1! t! of Ss year 
business has |! 1 it ess f that fe 
t} san period of 1 He states tha 
t the resent rate produc n tl 
ympany will hav n $ ( 
in fore l June 1 
Penn Mutual—The company announced 
Monday that its tot business for the 
|} vear to date was $7 11.029. wl h is 
of s. } i iod 
year Busit re 
\ cs of the p } s $11 
S ) whic S41 ¢ er 
t me per 1 rl ficures 
sl neg bis 1 n tl 
\ t ‘ rs V 
ind nual y 
Bankers Reserve Building Plans 
On the eve of its 25th anniversar 
the | kers Reset l Omaha 
has OunICcE pla a hom 
fice building whic xpected to co 
tut i pronoun advance in th 
impre P ent f the ini d rict i 
Om: The locat elected wh 
only re ntlv becat vilable Ss « 
r th + 3 he hy ess districts | 
will have 6¢ et { ge on Dougla 
street and 1 teet Oo 19th stre rl \ 
Site 1 ilf a lock fro1 Farnum street 
and a | ¢ da hal Ire re cou 
house at ty hall Ch ‘ stor 
Bell Tel Compa | Pa 
direct W 
Che plans whi \r 
tinger is working out 
us quarters for. the ] 
and ot ice ind gt 
for rental The cor r 
of stone for the lowe t 
j . 1 
es ul > i¢ a ‘Cc. 
Che company now shows assets of 
approximately $12,000,000, with $80.000,- 
v00 msurance in force. | 
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EVIDENCE OF REVIVAL OHIO’S BUSINESS GOOD | 


a Founded 1865 
GROUP BUSINESS IS BETTER! CONDITIONS HAVE IMPROVED 


Le Men Say Condons Are Inpro: | ewes’ aanasr « estmss | THE PROVIDENT LIFE AND TRUST 


ing and There Are Notable Signs pects 1922 To Be Even Better 


‘ron "meeeersemmes” | COMPANY OF PHILADELPHIA 


ife insurance men who have been COLUMBUS, O., May 23.—In dis- 
+ } ] 


in working up group Ute genie tne ees eee ee Penna. 


] ‘ } } 
say that while the market has | insurance production, Manager Thomas 


1 prostrated ior a year or so ther; Fulmer « fe and accident de 
, . = 


against any extra outgo and | Ohio, reports that there is a very d Vice-President Coolidge says, ‘‘Look well then 
surancé men. Now that there is a| life insurance field to the hearthstone; therein all hope for America 


Vv tcl Oo! up to ( ~ ac = 
: : , 1.9 . , : s9 
Se 4 ig terest In} tically a month and a halt ahead ot this lies ™ 
g l surance to lite, | uC date | year in paid tor busines ind 
] ] } 
( l » re ro! ne qui re l 


ee ae eas Se etl seems Oe: Sereas Cuaeeraias © The man who is looking well to his hearth- 
Ce nee Se eee anaes Sees ian Che geenemenn stone is very apt to take out an endowment policy. 


is te capecially urged where acci- icils tic bias tenibiinlion It will carry out his purpose for his home if he 
Been asthe cet atl dee,  Ce a, Gn SO dies, and it will also keep the fire on his hearth 
Oe ne Sate Sati qurement te volume fer temaion Gs in his own old age. 


a pepeas) ie ashe as Ben And it is an unselfish policy, for it does not 


Shenandoah Life’s Sales Course ness insurances 


The Shenandoah Life of Roanoke, | stimulated shift upon his children the provision for his own 


Irse on iife insurance salesmanship Susan, partcery = Prone , : old age. 


¢ no s cons < cx ul , I ‘ . ——————— 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 











The Last Word In Service 


Through its free Health Service, The Guardian protects the 
policyholder’s health as well as his life. For five years this Company 
has offered to its policyholders the well-known service of The Life 
Extension Institute without charge. That it has been of incalculable 
benefit to the Company’s clients is proved by this analysis of last 
year’s experience: 

67% of policyholders examined revealed moderate physical defects 
or impairments. 
25% showed advanced physical defects or impairments. 
6% were seriously impaired. 
Through these examinations it was possible to make the 
“stitch in time,” thus preserving health and prolonging life. 

If you want to know the whole story of what this Company is 

doing for its policyholders and agents, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ““° MONTHLY INCOME INSURA 


BEE LATEST POLICIES AND AGENCY CONTRACT ‘Sait a7 tHe: 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 








‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 











INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 
NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 
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TELLS OF BANK PLAN 


BELIEVES IT HERE TO STAY 


Frederick White, of Minnesota Agency 


of Northwestern National, Says 
It Is a Success 
With expressions of opinion on the 
bank-savings plan now in operation in 


it is 


|many cities coming from all sides, 
of interest to read the opinion of an 
agency manager in whose agency the 


been successfully operated. 
Frederick White, of the Minnesota 
agency of the Northwestern National, 
made comment on this plan in the last 
bulletin issued by the Northwestern 


plan has 


National. Mr. White stated as his opin- 
ion that the bank-savings plan, since it 
supplies a real need, is here to stay and 


a permanent part of the life in- 
surance business. He believes it may be 
modified, but will remain until some 
plan is suggested which will supply the 
proven demand, Mr. White states that 
the plan is a financial success from the 
agency standpoint and that his agency 
has written and settled for upwards of 


become 


1,000 whole life policies for an amount 
in excess of $1,009,000 during the past 
three months. The plan which the 
Northwestern National uses is based 
upon the whole life policy with the 
bank savings. 
Creates New Policyholders 
Mr. White further says that his rec- 


that this business is written 
very largely upon people who do not 
carry old line insurance. The average 
age of the ap »plic ant is higher than that 
of applicants for insurance without bank 
savings and many are people who have 
heretofore depended for their protection 
upon assessment or fraternal companies. 
Mr. White points out that this seems 
to prove that a new field is being 
reached in which the companies are per- 
forming a valuable service to a group 
of people whose insurance needs have 
not been supplied. Mr. White continues 
as follows: 

“We find that the two-fold appeal of 
protecting dependent ones by the pur- 
chase of a permanent life insurance con- 
tract which can be carried through the 
period of life, and the establishing of a 
savings account in a bank,—thus plan- 


ords show 


ning for economi independence.— 
makes a_ strong ae and one to 
which a very large number of people 


respond, 


Sold by Life Agents 

“Our contracts are all sold by our 
regular force of insurance solicitors and 
not by a group of untrained men who 
work under the direction of the bank 
We look upon the combination of bank 
savings and life insurance as another 
method for selling life insurance upon 
the installment plan. Many who have 
bought under this plan, we are confi- 
dent, would never have been written in- 
surance without the savings feature; 
although in some cases where inquirers 
have been approached, the agent has 
discovered that the bank savings did 
not make an appeal, and in such cases 
regular insurance has been proposed 
and written. Few of the sixty-five whole 
time men in our agency devote all their 
time to soliciting this plan. Thus far, 
the applications received upon the bank 


plan are about one-third of the monthly 
total written in our agency. 

“None of the men in our agency carry 
side lines: all get their living from the 
sale of life insurance and fife insurance 
only. We do not consider the bank 
savings plan in any sense a side line, 
for no compensation is accepted from 
the bank in which the deposit is to be 
made. We believe that the agent ren- 
ders a most valuable service, not only 
to the man or woman who agrees to 
become a regular savings depositor in 


connection with a life insurance policy, 
but to society 


as well.” 
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AIDS MONTHLY INCOME 


ADVOCATE POLICY WARNING 


Publicity 
Gives Impetus to Income Settle- 


in Saturday Evening Post 


ment and Makes Suggestion 


Monthly income life insurance was 
given nation wide impetus last week 
through the considerable space given to 
this subject in last week’s issue of the 
Saturday Evening Post. There was a 
lengthy article on “Protecting the 
Small Investor” by Albert W. Atwood 
and an editorial on “A Warning to 
Widows,” both dealing with the bene- 
fits of life policies, the article especially 
acvocating monthly income insurance 


as the nearest means possible of pre- 
serving an estate for beneficiaries. Mr. 
Atwood went into great deal in his 


article, telling of the 
in which life 


innumerable way 
insurance benefits, or any 
other estate, is wiped out through fake 
investments, friendly interest on the 
part of relatives, squandered money and 
other means. He told of the develop- 
ment of monthly income insurance and 


of its growth in popularity, but said 
that it could not be forced upon the 
policyholders and at present was far 


said that 
at once 
attempts 


from universally applied. He 
most people want the money 
and if the insurance company 
to advise them to the contrary there is 
likely to be resentment and suspicion. 
Due to this difficulty in human nature 
the companies cannot expect monthly 


income insurance to be accepted gen- 
erally for some time. 
Make Valuable Suggestion 
As if in answer to this situation men- 
tioned, the editorial column of the 
Saturday Evening Post describes a 
plan, suggested by Byron W. Moser, 


president of a St. 
tution, 


Louis banking insti- 
which provides a warning to all 
life policyholders. It is Mr. Moser’s 
suggestion that an endorsement be at- 
tached to every life policy issued in the 
United States signed by the president 
of the United States and confirmed by 
the policyholder. This endorsement 
would be a warning to the beneficiary 
regarding the expenditure of the pro- 
ceeds of the policy. It is a simple plan 


and one with merit. An endorsement 
suggested by Mr. Moser reads as fol- 
lows: 


A Government 
of Life 


Warning to Beneficiaries 
Insurance Policies 


United States Government statistics, 
as well as figures and facts obtained 
from insurance companies, banks, trust 
companies and other reliable sources 
throughout the United States, show that 
millions of dollars are lost annually by 
those who make unwise and unsafe in- 
vestments The sad part is th most f 
the money is lost by those who cannot 
afford to lose it. This is especially true 
of widows and others who receive insur- 
ince money after the death of the policy- 
holder. 

In many cases friends of the family, 
whose intentions are the very best, ad- 
vise widows to invest their insurance 
money in securities that they think are 
safe, but often as a result every dollar 
of the money is lost. In other instances 
unscrupulous salesmen induce the bene- 
ficiaries to invest in worthless securities, 
and all the money is lost As a result, 
the widow is compelled to go to work or 
to ask support of her family or of her 
husband's family. 

This warning is issued in the hope that 


will attach a 
issued hereafter and 
every check sent out 
a death claim. 


all insurance companies 
copy to every policy 
inclose 
in settlement of 
(Signed) . 
President of the 

Pi owaatieuwen eek uses men eee Tr 
(Fill in names of beneficiary.) 

I have read the above warning 


a copy with 


United States 


and it is 


my wish that you “ extremely careful 
with the insurance money. I have taken 
this insurance to protect you—not to 


help someone else to get rich. 
(Signed). 


(To be 


signed by policyholder. ) 
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VALUE OF LARGER AMOUNTS 


Lincoln National Agents Given Some 
Interesting Figures on Effect 
of Larger Policies 


Lincoln National agents have been 
given some interesting figures by the 
home oftice which indicates the value 
of selling larger amounts. It is pointed 
out that if the policies for $2,000 and 
under, written and paid for by Lincoln 
Life agents in the first quarter of 1922, 
had been increased by $500, the total 
business production for the quarter 
would have been increased by 12 per- 
cent. Of the paid-for business of the 
first quarter 32 percent was under $3,- 
000, 26 percent between $3,000 and $5,- | 
000, 13 percent between $5,000 and | 
$10,000 and the remainder of the busi- | 
ness above $10,000. A small amount | 
added to the smaller policies, which 
constitute one-third of the company’s 
production, would mean a tremendous 
increase in the total volume of business 
The suggested amount of $500 added to 
each of the small policies would be suf- 
ficient to take care of the medical and | 
undertaking expenses incurred upon the 
death of the policyholder. That is 
pointed out as a selling point for the 
additional amount. 


Life of Virginia Building Plans 


Having outgrown its present hand- 
some office building at Tenth and Cap- 
itol streets, Richmond, the Life Insur- 
ance Company of Virginia is contem- 
plating either adding more stories to 
that building or else erecting a build- 
ing of similar design and ‘dimensions 
at Tenth and Broad streets, President 
John G. Walker stated last week. The | 
present home office building consists 
of five stories and basement but its 
foundation will stand ten additionai 
stories, having been constructed with | 
that end in view. The company has |} 
just acquired the Lyric building on | 
Ninth street between Capitol and Broad 
for $325,000, the purchase being de- 
signed principally to protect the com 
pany against the possible erection of 








a higher structure on that site. Pur- 
chase of this property gives the Life 
of Virginia possession of the entiré 


block bounded by Broad, Capitol, 
Ninth and Tenth streets 


Franklin’s Indiana Meeting 


Ralph L. Colby, Indiana agency di- | 
rector of the Franklin Life, presided 
at the first agency meeting of the 
Franklin in Indiana last Saturday in 
Indianapolis. In addition to the regu- | 
lar local and state staff, Joseph Jones, 
agency director of the Franklin, and 
other home office representatives were 
in attendance. 

Dick Miller, president of the City 
Trust Company, spoke on “Life Insur- | 
ance and Credits,” while Dwight Mur- 
phy, secretary of the City Trust Com- 
pany, discussed the life insurance agent 
trom the viewpoint of a banker. Wal- 
lace O. Lee spoke on sales methods, 
present day conditions and how to meet 
them. Plans were made for the Indian- 
apolis men of the Indiana agency to 
attend the national 
company which will be held at the 
home office in August. | 


| premium basis, only 6 


meeting of the | ‘r 


LIFE 
IN “MILLION A MONTH” CLASS 


Philadelphia Agency of Mutual Life 
of New York Makes Notable 
Record in April Writings 


Dickey & Morgan, Philadelphia man- 
agers for the Mutual Life of New York. 
have now stepped into the “million a 
month” class. April was the greatest 
month in the history of the Philadelphia 
agency, paid-for business totalling over 
$1,000,000, In commemoration of this 
feat the agency has gotten out a parch- 
ment telling of the accomplishment 
Managers Dickey & Morgan empha- 
size the work done in the agency by 
additional figures which show that the 
April business was all on the annual 
percent being 
term, the two largest policies being for 
$130,000 and $50,000 respectively. Thus 
the $1,000,000 was paid-for with an av- 
erage production as regards size of 
policies. The agency managers believe 
that much of the work is the result of 
the educational meeting held in the 
agency each Monday morning, There is 
also a Thursday night forum in charge 
of the field club officers each week and 
on Monday and Friday evenings of each 
week, night classes are held under the 
direction of Superintendent of Agents 
Henry S. Baker. 


Company Wins Suicide Case 


The supreme court of Nebraska, 
the case of Williams vs. the Old Line 
Insurance Company, has refused to 
approve the doctrine urged by the at- 
torney for the widowed holder of 
policyholder that the testimony of 
physician called to attend her husband, 
who actually did commit suicide, can- 
not be received in court in such a case 
because of the confidential relation in 
which he stood to the woman, that ot 
family physician. It declined also to 
lold that a note in which the dying 
man furnished proof of his deliberat 
ntent was inadmissible. The company 
won in the lower court, and the su- 
preme court dismissed the action 


Will Reenter Mississippi 
The Aetna Casualty & 
decided to reenter Mississippi for bond 
ing and other casualty lines Che life 
department and accident and _ liability 
departments of the Actna Life have also 
resumed business in the state 


Order Fraternal to Reorganize 


The district 
Kan., has issue 


Snawnee county 
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Motel Ia Salle 


Chicago’s Finest Hotel 










































Hotel La Salle has won this —& 
title with an experienced and ff 
critical public because of its Bf 

happy blend of old and 
if new ideals. : 
a Wal ‘ 
AES aes Hotel La Salle iS 
i i y i pay answers every modern demand 
ih 3H ai t in equipment, cuisine and serv- Fal 
Ae a a ie ice with nothing lost of old [& 
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More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 19,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Surety has 








Having recently entered the States of 
Texas and Minnesota we have desirable 
territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Double Indemnity 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 1850 





é Md. Gh 


INSURANCE CO. 
66 BROADWAY 
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ASSOCIATION LEADERS 
ARE GREATLY INCENSED 


(CONTINUED FROM PAGE 1) 


daily papers, that they have the oppor- 
tunity to do it, that they expect to dic- 


tate their own policies and attend to 
their own business 

While those bald statements of facts 
are made it is further stated that the 


opposition to the plan was born in petty 
jealousies It was said outsiders were 
not consulted as to the plan, the money 
raising or the way it was to be 
lhe plans originated with life insurance 


men who have been in the game for 
years and who realize the best way to 
reach the prospects for life insurance. 


Hence they resent what they believe is 
uncalled for criticism and are firm in 
their purpose of putting the plans over. 


Plan of the Committee 


Briefly stated the plan of the com- 


mittee, and it is understood here that 
Orville Thorp of Dallas, past president 
of the national association, was the 


main originator of the idea, is to spend 


|} rate. 


$10,000 in one year for the purpose of | 
getting human interest stories about 
life insurance in the columns of 500 


newspapers weekly. 


| 
Che pl in proposes to employ a news- | 


standing, 
and who 


one 
can 


national 
game 


man of 
knows the 


paper 
who 


ing of these stories and publishing of | 
| them over to him. 


|} insurance as 


| of feature 
spent. 


Of course the com- 
mittee would see that they appeared in 
the papers and would see that the data 
in the stories as well as the manner in 
which they appeared were along the 
lines calculated to develop interest in 
well as furnish entertain- 
ng reading matter. 

It is understood here the man in 
question is a St. Louis newspaper man 
with 20 years’ experience and is already 
lining up the publications for this series 
stories, 


What the Crities Say 


Here it is said some critics have tried 
to scare the insurance men into the be 
lief that the proposition smacks of graft, 
since publishers of daily papers are not 
keen for feature stuff unless it is real 
stuff and they pay for that at a good 
The critics claim the managing 
editors of the papers who are ap- 
proached with the proposition to run 
the stories are told big advertising con 
tracts will follow. It is said in high 
insurance circles that this kind of state- 
ment is rather malicious in its nature 
and is more of an insult to the manag- 
ing editor of a daily newspaper than is 
“bait” to get him on the string for feat 
ures, 


It is further stated that the claims 
of critics that the association will go | 
| broke paying for advertisements, are 


write feature stories, and turn the writ- ' foolishly absurd and ridiculous. 


THE NATIONAL UNDERWRITER 


It is not denied that there will be an 
advertising campaign, That, it is learned, 
is part of the plan. There will be paid 
advertisements in papers all over the 
country, whether they run the stories 
sent out by the “committee’s man” or 
no. That advertising will be paid for 
by the companies who run it and it is 
planned that St. Louis insurance com- 
panies will not be running advertise- 
ments in Podunk papers unless those 
companies have agents and _ business 
worth while in Podunk. In other words 
the insurance companies in certain cit- 
‘es or the companies maintaining agents 
there or in the state will do advertising 
along their own lines in papers cover- 
ing the widest field in that territory. 

The insurance companies have learned 
that advertising pays, it is said, and they 
are going to spend some of their money 
in advertising, just as the department 
stores or manufacturers of well known 
products. 


Trade Journal Advertising 


It is said here that all the advertising 
the companies do in insurance journals 
never reaches the insured or the pros- 
It is not intended for that pur- 
It has its material value in the 
trade journal and it will be continued 
in trade papers, because those papers 
reach the agents and insurance men, 
which must be pushed. But it is the 


pects. 


pose, 


| daily papers which reach the people the 


man with the rate book wants to reach 





$500 


$2500 


Guaranteed 
to a Child 





Education : Business : 











Ordinary Insurance 
FOR CHILDREN 


FIFTEEN 
OR 
TWENTY 

YEARS 








ISSUED 


AT ANY AGE 





Marriage 


One Day to 


Fourteen Years itself felt. 


For Further Particulars Write 






Home Office: 
Indianapolis, Indiana 


Public Savings Insurance Co. 


Indianapolis, Indiana 
Operating only in Indiana 


FFERS to all agents a big opportunity 
to add to 
ordinary life insurance 
from age of 1 day to 15 years. 
issued in sums of $500 up to $2,500. Here 
is a chance to open new avenues and offer 
a larger family service. 
for children’s insurance on the ordinary plan. 


The Public Savings Insurance Company 
began business in 1910. 
intermediate and 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
which is on children. 


No one has to introduce this company to 
people of Indiana. 
gressive agency organization that is making 


their income by writing 
on children 


Policies are 


There are demands 


It writes ordinary, 
industrial insurance. It 


It has a large and ag- 


and the companies are preparing to 


help prepare the soil for him. That is 
nothing idiotic or foolish, association 
leaders here say. It is just a plain 


business principle which every other 
line of industry has learned, which the 
insurance companies have been doing 
for some time, and one which they ex 
pect to increase and use a little more 
concerted efforts in. 


Time Ripe for Campaign 
In New York where reports are re- 
ceived from every section of the coun- 


try represented by the association, it is 
aid comment is frequently heard that 
“Il never see your advertisement in the 
papers” and that the time is ripe for an 
educational campaign through the col 
umns of the daily press on the part of 
underwriting companies with a view 
of enlightening the people as to what 
life insurance 1s, what it does, what the 
companies are doing to help build up 


the community and the state, how it 
helps support schools, who are behind 
the companies and in other words all 
about a great big business which the 


people know but little 
premiums and let your beneficiaries 
draw money when you are dead.” That 
is not the right conception ot! the exact 
purpose of life insurance 
ind the proposed campaign will result 


“except pay your 


companies, 


in putting the business on the high 
plane it merits, it is believed here 
Illinois Life’s New Quarters 

The Illinois Life, which recently 


moved into its new home office building 
at 1212 Lake Shore Drive, is at present 
housed in a space that is only 40 per- 
cent of what will be eventually used. A 
portion of the new home office structure 
has been completed, and the other sec- 


tion will probably be ready tor occu 
pancy about Nov. 15. The company 
has looked well into the future in ar 


ranging its new home office quarters, 
and even in its present space has plenty 
of room. There was practically no con- 
fusion in connection with moving into 
the new building. On the first day 610 
letters were sent out by the various de- 
partments of the company, which would 
indicate that the company conducted 
“business as usual.” 

The two handsome residences adjoin- 
ing the present section of the company’s 


building on the north are now being 
wrecked. The Lawrence residence on 
the corner of Lake Shore Drive and 


Scott street was once the scene of a 
cabinet meeting. During the time that 


Grover Cleveland was president in 1893, 








Carl G. Winter, President 
Charles W. Folz, Secretary 




















he called a cabinet meeting in the old 
Lawrence home in Chicago. It was the 
only time that such a gathering ever 
took place in Chicago. 
State Leaders in Arkansas 

New legal reserve life insurance in 
Arkansas last year amounted to $71,- 
105,735 and the companies had in force 
$300,726,829 The state leaders repre 
senting companies writing over $1,000,- 
000 in the state are as follows 

Aetna Life $7,229,215 
American National, Tex 1,566,930 
tankers Reserve, Neb 1.670.387 
Equitable of New York 513,564 
Guardian Lifé 1,351,080 
Home Life & Accident 2,819,000 
Inter Southern 1,080,510 
Jefferson Standard 1,248,200 
Life & Casualty, Tenn .. 3,029,401 
Metropolitan 8,084.9 
Mississippi Life 1,928,491 
Missouri State 3,962,580 
National Life & Accident 4,191,186 
New York Life 6,556,492 
North Carolina Mutual 1,628,462 
Pacific Mutual 1,180,593 
Pan-American 1,510,560 
Security Life, Ill 2,191,491 
Union Central 121.691 

Leads Reliance Life Force 

J. E. Hartenbower, agent of the Re- 
liance Life in Chicago, leads the entire 
organization of the company on paid 
for business for April For the first 


four months of this vear the Chicago 
stands 1 


second in paid-for busi 


office 
ness. 
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No Stock Arguments for Bernard Gough, 
Travelers Star Salesman at Baltimore; 


Each Prospect Is Handled Differently 


BY Eb. SIMON BANKS 


TOCK sales argument not ay 
to Bernard B. Gough, star 
Travelers’ 


man of the 


peal 
sales- 
velers office at 
his oftice hve 
rs, his string 
()tten- 
ral thou- 
dollars 
He says h« 
has none, 
that he han- 


ospect 


pt 
differently. 





di s eac h} 


! 


married and are without children or 

who only have sons. He tel 

pect something like this: 
“You brought these children into the 


é 
world and it is up to you—it is your 
duty—to see that they are provided for 
while you are alive and:also after you 


are dead.” 


nd | Stresses Duty to Family 


During Reconstruction Period 


Mr. Gough claims that girls aré 
placed on a pedestal by their fathers 
| while it is taken for granted that a son 
can go out in the world and make good. | 
However, when Mr Prospect i is painted 
a picture of his daughter having to g 
out into the world to earn we living, 
Mr. Gough asserts that he becomes 
mighty lenient towards life insurance. 
“I generally try to lay stress, if the | 
man has a family,” he said, “that it is | 
not only necessary for him but he is | 
absolutely duty bound to carry an ade- 
quate amownt of insurance, the interest | 
from which will keep his family in re- 
| spectable circumstences for that period | 


Mr. Gough 
prac t1 cally 
never calls 
on a prospect 
unless he has 
made a defi- 
nit¢ engage- 
ment either 
by mail or 
ovet t he 

BERNARD B, GOUGH ‘phone. us- 
ualiv by the 
latter method. He believes that this 
manner the agent is assured a more tav- | 
orable receptor when he comes im 
contact with the prospect. Usually his 
telephone conversation with the pros- 
pect runs something like this (to man 
he has never met) 
“Mr. Tones, this is Mr. Gough of the 
Travelers Insurance Company Could 
vou see me at 3:30 this afternoon?” 


“Not at 3:30. I 


that time What is 1t you want to se 
me about, Mr. Gough?” 

“It is a very personal matter, Mr 
Jones loo perso il to be discussed 


telephone.’ 
In this manner Mr. Gough secures a 


reat portion of his engagements 


Prospects Furnish Him 
Other Prospects 


How does he get his prospect li 
every conceivabl man Fro nt 
prospects “When | sell a man I al- 
ways endeavor » get the name ¢ 4 
personal frie ad " sin he thinks will be 
interested,” from th newspaper a 
follow the line ot least resistance.” 

Mr. Gough is a believer in not quot- 
ng the premium. As a rule he never 
quotes the exact premium, in virtually 
all cases using the percentage basis as 
an argument For ilustratio f the 
premium is $30 a thousand he will tell 
the prospect t the surance will cost 
hin rb« t per t ear. He dex red 
that | ound this method of stating the 
premiun 1 te ery eftectiy 


Shows Creation of Estate 
to Combat Objections 


A agency ot 


An argument that Mr. Gough uses! 

tl ireque tly t combat the obiec- 1 

n to pure ne rance follows 

In what way can you, Mr. Br n 

r the same amount of mons Ivo d 
n this transact create an estate oft 
this amount That is to say nmedi- 
ately upon the payment of the premium 
in question?” 


prospect,” he 
incr 
insurance frep- 
’ ” 
nvoive d 


“I attempt to show 
told me, “that he has 
estate by the amount of 
resented by the premium 


ased his 


He said that he has found that with 
married men who have children, par- 
ticularly those with daughters, that by 
appealing to their sense of responsi- 
bility as to their children, that they 


buy more readily than those who are | 


family 
lf to the 
become 


at least until the 
itseli—can adjust 
tions which have 


can reconstruct 
itse condi 


necessary asai 


result of his death.” 

And in conclusion he told e that 
“with very few exceptions, I never call 
on a man over 


twice lf I have bee: 
able to make a def it | 
with him and can't convince him on the | 
first or interview, I] feel as 

though it is a case for somebody else | 
to try and not me. 


nite eng 


SE cond 


Union Central Agent | 
Sets New Record for | 
One Month’s Production | 


FRED W. Macbrair of the home | 
the Union ntral 
records or 


broke all 


_ company in 


April by writing an d delivering $32¢ 
of life insurance, all of a was 
cepted by the compa! Chis s th 
largest amount of strictly Union Centra 
insurance that has ever be ‘ n | 
and paid for in a single month by a 
agent, 
rhe fact that this insurance was dis- | 
tributed among several poli holders | 
shows that Mr. Macbrair did n t 
strike a single big prospect The p 
cies were two tor $100,000 each and 
one each for $50,000, $30,000. $25.000 
$10,000, $5,000 and $1,500, also five 
$1,000 each These nake a tota t 
teen applications and without sing 
rejection, | 
| 
Result of Making Out Program 
he two policies tor S100.000 « 
were sold by Mr. Macbrair s th 
sult of his making out a life insurance | 
program tor his pros I 
these was a case of a W La owite 
and four children rhe program sug- 
gested included $100,000 additional ne- | 
surance to be lett with the company 


the trust fund option; the 


under 


terest to be par to the wife mont 
during her life and after her « h 


be paid monthly to the 
equally to each, until they 
, 


years of age, at which 
be paid $25,000 

The $50,000 policy was purchased by | 
a man to meet the inheritance tax on | 
his estate. The $30,000 contract was | 


Beaumont, Texas 


New England Mutual Life 
Insurance Company 


Boston, Massachusetts 


$ 82,072,020 
48,641,846 
609,415,082 


New Insurance Paid-for, 1921. . 
Gain in Insurance-in-Force .. . 


Total Insurance-in-Force ... . 


New England Agents Write Persistent Business 








17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from inj uries or illness are still adding regularly to 
their life insurance These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime 

We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 


satisfactory references will bring you full particulars 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 














To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 


the FUTURE 
For Contracts and Territory, Address 


H. M. HARGROVE - 





President 


cornet ~ * Ss 
Seatnerest <e** 











Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 

Ordinary Life... .. Endowment Age 50 

20 Payment Life...... Endowment Age 55 

20 Year Endowment Endowment Age 60 


Coupon Bond......... ; Endowment Age 65 
Endowment Age 85....... 22.37 Endowment Age 70 


District Manager wanted for Cincinnati and surrounding territory. 


THE GEM CITY LIFE INS. CO., Dayton, Ohio 


$44.82 
33.15 
29.52 
25.78 
20.42 














DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











Philadelphia Life Insurance Company 


If you live in yc ne 1 


1 ablish 
a Local General Age 


i you desire to est 


y in your city, 
or Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


Manager of Agencies 
111 No. Broad Street 
Philadelphia, Pa. 











CONSERVATION OF BUSINESS 


licies for a number of Life Companies, 









od are reinstating, revamping and cle ebted p 
thus standardizing and conserv ing the t in bi reventing lapses, and keeping 
the px licyh Iders satisfied, and ae e 


¢,and we ——4 tfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 





Our references cover eig 











Easy ad, easy liges 2 > ret " ea at w aking ars for me thus writes a 
buyer of Easy Lessons I Insure a text @ review book w z suppleme $1.00. The 
National Underw r ¢ a 2 Iosura Excha ( a. 























Provident Life 
Insurance Company 
Bismarck, North Dakota 
Tnsurance tn Force, $13,500,000 
F. L. CORREO, 








H. H. STEELE, 
Presiden 











retary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 
— 








‘THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MUINES 18-7 Bids.) LOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 


Agencies 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 














THE 


purchased by a woman on her own life 
to provide the funds for her husband 
to use to meet inheritance taxes if he 
should survive her. The $25,000 was 
purchased by a friend to help Mr. Mac- 
brair make a better showing for the 
month, This wi 1S the only policy in the 
group sold on a “friend of mine” basis. 
The $10,000 and $5,000 policies were for 
the protection of children. The other 
policies were endowments, 
Meeting ‘Can't Pay” Objection 


One of the endowment cases is espe- 
cially interesting as it illustrates a 
method of overcoming the “can’t pay” 
objection, A young lady asked how she 
could pay the premium and Mr. Mac- 
brair suggested that she give him her 
notes for the premium and agree to 
deposit $2 per week in a building and 
loan association. He took her note for 
the amount she would have to her credit 
July 15 and another for the amount she 
would have to her credit Jan. 15, these 
dates being after the dividends of the 
building and loan association are de- 
clared, so she will get the benefit of 
the interest dividend of 6 per cent. In 
Mr. Macbrair’s company the premium 
on $2,000, 20-year endowment is $92.36 
and this will be reduced each year by 
the dividend. The young lady will de- 
posit $104 per year in the building and 
loan, so that at the end of 20 years she 
will have in addition to the endowment 
a considerable sum in that association. 
Also in event of her death her mother 
will get the full $2,000. Mr. Macbrair 
states that this plan has the savings 
bank plan beaten a block as it provides 
a weekly method of saving premiums 
and gives the policyholder the benefit 
ot 6 percent interest instead of 3 per- 
cent as is the case with most savings 


banks. 
Helped by Diamond Life Bulletins 


Mr. Macbrair has been in the life in- 
surance business about five years except 


during the war when he was engaged 
in Y. M. C. A. work. He is about 60 
years old and has been writing about 


$100,000 per year previous to this year. 


He purchased the Diamond Life Bul- 
letins Service in March and says that 
the ideas and methods he _ procured 
from it did more than any other one 
thing toward his big month in April. 


His experience also illustrates the value 
of suggesting life insurance for specific 
purposes, 


Kansas Companies’ Building Plans 


[he Kansas Life of Topeka is plan- 

ning the erection of a home office build- 
ing there and the Federal Reserve Life 
is planning the erection of a home office 
in Kansas City, Kan. The Kansas Life 
has purchased the lots opposite the 
Ki insas state house and expects to be- 
gin the construction of the first three 
el of the building the present year. 
The building will be ultimately six stor- 
ies high. It is planned to erect only a 
part of the building now and add to it 
as the company continues to grow and 
more room is needed. 

The Federal Reserve 
tained a contract for property on Min- 
nesota avenue in Kansas City Kan., 
and has been authorized by the insur- 
ance department to use part of its sur- 
plus account in the erection of a six- 
story office building. The company 
would use a part of the building and 
rent the balance. As the company grew 
it would increase its own space until 
ultimately it would occupy all but the 
business floor. i 

The Kansas Life was organized in 
1913 and has over $12,000,000 of insur- 
ance on its books. The Federal 
serve Life was organized only 
years ago but has enjoyed an u 
record of business. 


Life has ob- 


Re- 
two 
unusual 


Detroit Life’s Record 


At the annual meeting of the Detroit 
Life, President M. E. O’Brien an- 
nounced that on May 1 the insurance in 
force was 428,414,000. Its assets had 


grown from $234,000 in 1911 to $2,268,000 
Jan. 1 of this year. It has paid death 
claims to date $551,000. Following the 


NATIONAL 





' western 


UNDERWRITER 


meeting, the directors, the six leading 
producing agents and the officials were 
present at a luncheon, At the luncheon 


President O’Brien reported new _ busi- 
ness up to date $5,500,000, an increase 
of $2,000,000 over the similar period 


last year. 


Blackburn on Western Trip 


Thomas W. Blackburn, secretary and 
general counsel of the American Life 
Convention, left May 16 for an extended 
trip, calling at Helena, Mont., 
President H Cunningham, and 


on R. 





calling on member companies along the | 


coast to Los Angeles and back to 


Omaha. 


Mott Goes to Midland 


A. B. Mott, 


actuary of the 


who has been assistant 
Missouri State Life, has 
become actuary of the Midland Life 
of Kansas City. Mr. Mott got his early 
education in the Travelers actuarial de- 
partment, 


Patten Month for Volunteer 


In accordance with the time honored 
custom, the Volunteer State Life of 
Chattanooga, Tenn., is dedicating all of 
the new business written in May to the 
venerable president of the company, Z. 
C. Patten, Sr., whose birthday f falis on 
May 7. Reports from the home office 
indicate that there is a decided increase 
in production over the corresponding 
month last year, business received the 
first five days having been over $200,000 
n excess of that received the first five 


days of May, 1921. 
Last Saturday afternoon Mrs. Patten 
entertained all of the officers of the 


company and home office employes at 
\shland Farm, the country home of the 
Pattens, in compliment to Mr. Patten. 
This also had been an annual occasion 
for some years. 





Continues “App-a-Day” Contest 


The Joseph D. Bookstaver agency of 
the Travelers in New York city has 
continued its “App-a-Day” contest dur- 
ing May. . The excellent results obtained 
in April caused the continuance of May. 
Mr. Bookstaver in announcing the con- 
tinuation of the contest said that not 
only had the App-a-Day Club been 
greatly increased and many production 
records made, but the total production 
the individual agent was rapidly 
growing. The contest has been of ma- 
terial assistance in helping many agents 
to qualify in the Quarter Million Club 
and $100,000 Club. The leader for 
April in the application contest was 
Solon Schiller, with 33 applications, 
Mayer Angstreich being second with 26 
applications. 


of 





Equitable’s Big Month 


In April the field force of the Equit- 
able Life of New York broke all rec- 
ords for a single month, as a result of 
the testimonial campaign staged in hon- 
or of President W. A. Day. During 
the month new insurance, excluding 
group business, amounted to $71,610,945, 
in increase of $2,000,000 over March of 
this year, the largest previous month. 
New business eal for during April ex- 
ceeded that of the corresponding month 
of 1921. Total new insurance paid for 
during the four months of this sete cx- 
ceeds the business of the same period 
of 1921. 


Dayton Superintendent Dies 


William T. Nuttall, for many years 
superintendent in Dayton, O., for the 
Prudential, died following a severe oper- 
ation. Mr. Nuttall entered the service 
of the Prudential as agent in Covington, 
Ky., in 1894 and in a few months was 
made superintendent of Evansville, Ind. 
The following summer he was placed in 
charge of an assistancy and in 1896 pro- 
moted to the superintendency at Rock- 
ford, Ill. He took the Dayton territory 
in 1897 and has been there since. His 
brother was also with the Prudential, 
having been superintendent of 
Evansville, Ind., district at one time. 


the 
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@ A postal or letter 
from you will 
bring information 
about our Square 
Deal Agency 
Contract. 


Nat hwnaly* 
neurance Company, 


Home Office, Madison, Wis. 














HOME LIFE INSURANCE CO. | 
NEW YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report shows: 


Premiums received during the 

—— eee $6,990,547 
Payments to _ Policyholders “and 

their beneficiaries in ath 

Claims, Endowments, Dividends, 

TOE scoccsesesoccecssescgosonsese - 4,740,340 
Amount added to the Insurance 

Reserve Fumnds......ccsscsesceees 2,121,307 
Net Interest Income from Invest- 

MONE aconecsdseesnesegneuesousenses 1,964,050 

($642,638 in excess of the amount 

required to maintain the re- 

serve) 
Actual mortality experience 53.44% 

of the amount expect 
Insurance in Force.......+++:+ oo eeee$223,116,887 
Admitted Assets ......s.-sssseeees 43,222,328 | 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL J SONS 


General Manag: 
Central and — ‘Ohio eu Northern | 


ucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 





CLEVELAND, OHIO 











FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

Two general Agenciesopen 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 
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INTERESTED ? | JONES |'M GETTING | 





fim, 


V7 At (PUT ME DOWN FoR $522 


a ) \ AND THAT REMINDS ME— 
? MUST PAY THE PREMIUM 
ON MY LIFE INSURANCE. 
UPA SUBSCRIPTION 4 
| FOR SMITHS WIDOW K . 
| _ SHES LEFT ) “hs ) 
WITHOUT | 
a ANY i (7ONEY J 
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Life 
A 


IRE F WSCANCE WIVLD HA VE PRE VEN FED THIS 


Insurance Men— 


Contract with Our Company 


will insure you a prosperous year 








BEST COMMISSIONS—BEST POLICIES—WRITE US 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 



































EMPLOYEES OF THE RICHARDS & CONOVER HARDWARE COMPANY, KANSAS CITY, RECEIVING THEIR TRAVELERS GROUP 
INSURANCE CERTIFICATES 
La bor & No @ 


Wages are not reduced to meet 
the cost of Group Insurance. 

















Earnings are not decreased when 
Group Insurance is carried. 

















COPYRIGHT UNDERWOOD & UNDERWOOD 
Prices are not increased 
by Group Insurance. 


Consumer? No! 


Group Insurance eliminates waste and pays for itself 


T H E T R A VELER S 


Insurance Company—Hartford, Connecticut 
ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, ENGINE, ELECTRICAL MACHINERY 
For good reasons 42 percent more employers have selected The 
Travelers for Group Insurance than any other company 
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